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“the voice is faint—but the message is clear. 
Your mother’s sister hid a fortune in Hong Kong!” 
That would be Aunt Bessie. She’s still on the farm 
in Bell County trying to build up her fortune with the 
egg money from a few fusty hens. Aunt Bessie wouldn’t 
know Hong Kong from Hoboken! Some predicting 


Plain fact, as every life insurance agent knows, is 
that you can’t predict the future. But he also knows 
that you can prepare for the future on the basis 
of what happens to most people and still take 
care of the exceptions. 


THE UNION CENTRAL 


“She says a fortune will be waiting for you... 








Certainly the best preparation is life insurance 
with its policies and combinations of policies to meet 
every conceivable need. 


For it is true that life insurance has kept pace 
with the needs of people. It has altered with the 
times, broadening its scope, adapting itself more 
flexibly to human situations. Of all means to create 
an estate and take care of future contingencies, none 
can equal life insurance. It is created for people 

and the measure of its worth must always be 

how well it serves humanity. 
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... S80 Proudly We Hail 


the 121 Jefferson Standard “Mr. 4%’s” who, through Quality Underwriting and consis- 
tent high-level business this year achieved the National Quality Award. This is the 
greatest number of men from Jefferson Standard ever to receive the award... and it 
mirrors distinctly the constant growth and aggressiveness of the company—and the men 


who ARE the company. 


“Who is 
Mir. 4%?°° 





Mr. 4% Represents the Jefferson Standard 


Jefferson Standard, now guaranteeing 214% on policies currently issued, 
has never paid less than 4% on policy proceeds left on deposit to provide 
income. Four per cent is the highest rate of interest paid by any major life 
insurance company in America. 


Mr. 4%, a welcome visitor in the homes and offices of thousands of policy- 
holders, is pointing the way to extra income through 4%. His friendly coun- 
sel is helping policyholders and beneficiaries use life insurance more 
effectively—the Jefferson Standard way. 





Jefferson Standard 
LIFE INSURANCE COMPANY 


HOME OFFICE e GREENSBORO, N. C. 
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serves best when he has the 







broadest choice of policies — 
so that he may always fit the 
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of the client to the contract. 
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Company-Member Issue Flares Anew 





hy Wertz Succeeds 


ADDRESS TO G. A. M. C. 





phn D. Marsh as (Good Sales Management 
Vital Today, Shanks Says 


Because of America’s tremendous production potential and the 
resultant problems of distribution, the salesman’s function is the most 
important one in all business, said President Carrol M. Shanks of 
Prudential in his address at the luncheon session of the General Agents & 
Managers Conference during the N.A.L.U. meeting. 

Mr. Shanks outlined his ideas on bow business management, particularly 
in life insurance, can work effectively toward the successful functioning of the 


SAMC Chairman 


' Camps, Benson are Vice- 
Chairmen; Moynahan 
‘Named Secretary 


: y Wertz, Lincoln National, De- 
it was elected chairman of the Gen- 
m Agents & 
mnagers confer- 
ace Wednesday 
t fing t he 
‘ALU. conven- 
» in Cleveland. 
has been vice- 
lirman. He suc- 
ss John D. 
sh, Lincoln Na- 
ynal, Washing- 
DC, N.A.L.U. 
ident. 
er officers 
d are: 
fce-chairman, M. L. Camps, John 
cock, New York City. 
fice-chairman, Judd C. Benson, 
on Central, Cincinnati. 
Secretary, John Moynahan, Metro- 
itan, Chicago. 
Directors for three years: Walter 
stil, Connecticut General Lfe, Los 
peles; Robert Pitcher, John Han- 
Boston; Carr Purser, Penn Mutual 
p, New York City; John Hill, Aetna 
& Toleda. To fill the two-year 
fxpired term of Halsey Josephson, 
Mnecticut Mutual, New York City, 
igned; Lawrence Drury, Sun Life, 
adelphia. To fill the one-year unex- 
ed term of George Neitlich, Metro- 
itan Life, Everett, Mass., resigned; L. 
mtimer Buckley, New England Mu- 
Dallas. 


Ray Wertz 


Speakers at the G.A.M.C. meeting are 
ed in the general convention story in 
mS issue. Their talks are reported in 
rate articles elsewhere in this 
10N. 
the retiring chairman, John Marsh, 
presented a plaque as an affec- 
ate tribute from the conference by 
E chairman W. Thomas Craig. Mr. 
ig said he got a special “kick” out 
baking the presentation, because it 
|Mr. Marsh who originated the 
Be-presentation’ idea—when Mr. 
g was chairman. 


_ country’s entire economic system. 


By Carrol M. Shanks 


If any single truth has been brought 
home to us of late, it should have been 
this: That technological advance alone 
does not solve our social problems, that 
greater physical force alone is no 
guarantee of progress. In the interna- 
tional field, physical progress has not 
brought international goodwill; in the 
domestic realm, engineering and pro- 
duction advances are no guarantee of a 
happy and prosperous nation. 

I hope, therefore, that when I refer 
to our great economic potential, you 
will not misunderstand me. I do not 
say that our problems are solved; that 
we will automatically be provided with 
the good life; that the golden age is 
upon us. What I do say is that we are 
being presented with the greatest oppor- 
tunity that has ever faced any people. 

An opportunity is both a challenge 
and a responsibility to do something— 
to take positive action. The oppor 
tunity facing management in the post- 
Korean economy is one which requires 
that management increasingly accept 
the responsibility to do something, 
rather than merely accommodating to 
current conditions. We must adjust 
to changing circumstances, it is true, 
but we must not be satisfied with merely 
adapting ourselves to the new business 
environment. We must contribute posi- 
tively toward making that environ- 
ment. Today I would like to talk to 
you about some of the areas of man- 
agement responsibility, areas in which 
unusual opportunity constitutes an un- 
usual challenge to positive thinking 
and action. 

A position of management in a 
private business carries with it a re- 
sponsibility not simply for the success- 
ful functioning of that individual busi- 


ness, but for the successful functioning 
of our economic system as a whole. 
By this I do not mean that we must 
all become economic planners in the 
bureaucratic sense of the term. But 
I do believe that we must work posi- 
tively for the success of our free enter- 
prise system, never forgetting, however, 
that our biggest contribution is by 
way of running our own _ business 
successfully. 

There are so many areas in our 
economic system which call for business 
leadership that I will be unable to 
touch on them all. I would, however, 
like to emphasize two in which business 
management—particularly the manage- 
ment of a life insurance company—can 
work effectively toward the success- 
ful functioning of our economic system. 


The United States economy is 
characterized by a high productive 
ability and a great deal of freedom. In 
such an economy—where production is 
far above the minimum subsistence 
needs of the population and where con- 
sumers are free to choose the products 
they wish to buy or even free to choose 
not to buy anything—it is quite possible 
to have a situation which is sometimes 
called “overproduction.” That is, con- 
sumers may not buy all the goods and 
services which the economic system 
turns out. Some businesses will be left 
with unsold stocks on their hands. This 
temporary overproduction may cause the 
productive machine to be cut back to 
less than full production. The result 
could then be an increase in unemploy- 
ment and this unemployment might in 
turn lead to less consumer purchasing. 
Production might therefore sink lower 
and lower and a recession could follow. 

(CONTINUED ON PAGE 14) 
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A DRAMATIC MOMENT IN N.A.L.U. HISTORY: National council members, fellow officers, and trustees stand and 
the superb good sportsmanship of John D. Marsh (seated) who has just bowed out as a candidate for the presidency 


AUNCIN 


g the nominating committee’s choice of Secretary Robert C. Gilmore, 
off what might well have been a bitterly fought election campaign stirr 


fr, 
the gathering to a prolonged ovation. 


for president. Mr. Marsh’s willingness to 


N. Y. State Assn. 
Hits “Implications” 
of Ban on Its Plan 


Trustees Agree to Give 
Matter Further Study, 
in Light of Statement 


By Robert B. Mitchell 


As a result of the ban that the N.A.- 
L.U. board of trustees placed on the 
New York state association’s company- 
member plan Saturday at Cleveland, the 
State association's delegation at the con- 
vention asked for a rehearing and issued 
a press release setting forth what it 
considered to be the implications of the 
board’s action. 

Even though most board members 
had other engagements, they voted late 
Wednesday afternoon to reconvene at 
9 p.m. to study the matter further and 
to invite the New York delegation to 
meet with them again at that time. 

At press-time the board was still in 
session and there was no indication of 
the probable outcome. 

The “logical implications” of the de- 
cision of the board of trustees Satur- 
day barring the company membership 





Registration for the N.A.L.U. con- 
vention stood at 1,517 when the desk 
closed Wednesday evening. 





plan of the New York state association 
are that “all state associations must 
immediately terminate all sustaining 
members, a device heretofore urged by 
N.A.L.U., as well as all other types of 
membership, including honorary and 
excepting only member-associations of 
N.A.L.U.,” according to a press release 
issued Wednesday at Cleveland by 
Frank B. Alberts, Aetna Life, Rochester, 
president of the New York state asso- 
ciation. 

His statement continued: 

“Second, by implication, all state as- 
sociations are forced to discontinue 
receiving monies from companies, 
directly or indirectly, and to be con- 
sistent, programs and _ publications 
subsidized by company monies, again 
heretofore urged by N.A.L.U., would 
need to be banned. 

“Third, by its decision, the board has 
decreed that the field forces must, out 
of personal income, supply the needed 
funds to carry out their programs and 
are thereby deprived of the cooperation 
of life insurance companies in meeting 
industry issues. 

“In the committee’s opinion, the 
board’s decision forces a change in the 
basic pattern of every state association 
in the nation. In addition, it puts the 
National association in the curious posi- 
tion of depriving state associations of 
company funds, while at the same time 
receiving 37% of its income from com- 
pany advertising and urging all of its 
member-associations to accept company 
officers as local members. 

“New York confidently expects that, 
upon reconsideration at its Wednesday 

(CONTINUED ON PAGE 12) 
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N. W. Mutual Stages 
Reception for 
D. B. Fluegelman 


A special reception and dinner hon- 
oring President David B. Fluegelman, 
attended by association officials and 
representatives of company organiza- 
tions, was staged in the Statler’s Ohio 
room Sunday evening by Northwestern 
Mutual Life, the company he repre- 
sents at New York City. 


Grant L. Hill, vice-president and 
director of agencies, informally re- 
viewing Mr. Fluegelman’s association 
activity, noted that he devoted enough 
time to N.A.L.U. affairs as to more 
than make it a full time job. Yet he 
was able to sandwich in enough time 
on life insurance to qualify again for 
the Million Dollar Round Table. 


Mr. Hill said it was an honor for 
Northwestern Mutual to have one of 
its agents head the national organiza- 
tion of life agents, especially because 





Over 95 years 


of the superb job done by Mr. 
Fluegelman. 

Among other Northwestern Mutual 
home office executives in attendance 


was Robert E. Dineen, vice-president. 


Color Slides of 
American College, 
C.L.U. Home Shown 


Joseph H. Reese, general agent of 
Penn Mutual at Philadelphia and sec- 
retary of the American College, ex- 
hibited color slides of the new $69,000 
addition to the headquarters building 
of the American College and the Ameri- 
can Society of C.L.U. at the annual din- 
ner of the American College trustees at 
Cleveland during the N.A.L.U. meeting. 

Julian S. Myrick, retired vice-presi- 
dent of Mutual Life and chairman of 
the American College, who presided, 
commented on the remarkable progress 
of the C.L.U. movement and the Ameri- 
can College since he was president of 
the National Assn. of Life Underwriters 





in 1928. He presided at the N.A.L.U. 
Convention in Detroit that year, and 
the first C.L.U. class of 22 members 
received their diplomas. This year 391 
received their designations. 

J. Stanley Edwards, retired general 
agent of the Aetna Life at Denver and 
a trustee of the American College since 
its founding in 1927, told of the early 
days of the C.L.U. movement. He was 
recently elected a life trustee of the 
college in recognition of his long service. 

Ernest J. Clark, Baltimore, retired 
general agent of John Hancock, a life 
trustee and a former president of the 
American College, also spoke. 

It was sheer determination on the 
part of the founders and the pioneers 
of the American College, he said, that 
finally resulted in the success of the 
college and its great contribution to the 
life insurance business. 





Appears for Republic Nat’l 

C. J. Skelton, vice-president and direc- 
tor of agencies for Republic National 
Life, carries the home office banner at 
the N.A.L.U. sessions for that company. 





Monumenvat LIFE is one of the few life insurance companies 


in the United States whose age is 95 years or more. It has grown from 


modest size to an organization with 57 branch offices located 


in 42 cities throughout 13 States and the District 





of growt 




















remained a youthful organization . . . that it has the ability to adapt itself to the ever- 


changing times . . . that it faces the years ahead with assurance and confidence. 


writing. 


second to none. 


MONUMENTAL LIFE 
INSURANCE COMPANY 
CHARLES & CHASE STREETS 


HOME OFFICE = 


Over 95 years of successful insurance under- 


Over 765 miilion dollars of life insurance in force. 


service indicates that although Monumental Life is old in years, it has 


Assets over $144,000,000 — financial stability 





@ Each of our 57 branch managers was formerly 
one of our agents. Our policy of promotion from 
within provides an opportunity for men with ability. 


@ Our record of accomplishment is a testimonial to 
our men in the field. 


of Columbia. Over the years, Monumental 
h Life has always served its policy- 


holders promptly and faithfully. 
and SCTUILCE This record of growth and 


* BALTIMORE 








Mrs. Matilda Welk 
Is Elected Chairma 
of W.0.M.D.RI 


Leading Women Agents 
Discuss Activities 
3-Hour Session 


Mary LaBella, Manhattan Life, [, 
Angeles, presided as chairman at A 
Women’s Quarter Million Dollar Roupj 
Table business meeting. All of th 
activities of this adjunct of NAL 








Mrs. Matilda Wells, Prudential, De. 
troit, chairman-elect of the Women’s 
Quarter Million Dollar Round Table 
snapped during the N.A.L.U. convention, 


were discussed in detail at a session 
lasting more than three hours. It was 
voted to make an organized effort dur- 
ing the coming year to expand the use- 
fulness of the Women’s Quarter Million 
Dollar Round Table. 


Matilda M. Wells, Prudential, Detroit 
was elected chairman for the coming 
year. Vice-chairman is Florence Mc- 
Connell, John Hancock, Galesburg, Ill, 
and executive committee members are 
Marion Wilson, Aetna Life, Shreveport, 
La.; Sophie Lubroth, Mutual Trust, 
Brooklyn, and Miss LaBella. 





State Life, Ind., Emissaries 
Dihl H. Lucus, director of agencies, 
and Edward A. Krueger, director of field 
service, came on from Indianapolis 10 
represent the State Life home office 
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Penn Mutual, 
from the Phile 


R. Rupp, 
national committeeman ] 
delphia association, and Verne Gilbert, 
Equitable of Iowa, Portland, Ore, % 


Clarence 


tional committeeman and forme 


N.A.L.U. trustee. 
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OF DEPENDABLE SERVICE 


Long before many of us were born, Western and Southern was serving 

the financial needs of growing communities. Today, with the same dependable 
service and years of experience and public confidence to its credit, it 
continues to improve and expand its underwriting facilities to meet the 


ever-increasing needs of the insuring public. 





THE WESTERN AND SOUTHERN LIFE INSURANCE COMPANY 


CINCINNATI 
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Staff of Office Experts Lets Huppeler's 
Agents Concentrate on Selling Only} 


What his ambitions were when he 
first entered life insurance, his suc- 
cessful and not so successful innova- 
tions upon opening his own general 
agency, what improvements he made 
in the general agency setup and 
what improvements still can be 
made, were described by Lambert M. 
Huppeler, New England Mutual at 
New York City, in his G.A.M.C. talk 
Wednesday afternoon, “Experiments 
in Agency Building.” 


By Lambert M. Huppeler 

Twenty-one years ago in June I 
entered the life insurance business as 
an agent. As a new agent, and for 
most of the next six years, although 
I did some supervisory work, my 
principal source of income was com- 
missions on personal selling. When 
I was in college I had received con- 
siderable literature and had _ talked 
with a number of general agents about 
the tremendous opportunities in the life 


insurance field—what a wonderful fu- 
ture it offered to an ambitious young 
man, the personal satisfaction which 
could be found in the work, the oppor- 
tunities for service, for individual 
prestige, and for pride in your career. 
Then I started to work. I was given a 
desk in the so-called “bull pen” or 
“stable,” a telephone to share with half 
a dozen other men, and the promise of 
secretarial help when IT had_ proved 
myself. I was surrounded by older and 
experienced men who did not seem to 
quite measure up to all the fine things 
in the recruiting literature. I was being 
trained by a competent, enthusiastic 
supervisor, but his training methods 
were constantly being supplemented by 
the veterans who had different ideas on 
prospecting, interviews, and closing. 
When my supervisor was busy natur- 
ally I turned to the veterans for advice. 

The result was more than slightly con- 
fusing, and this was borne out by the 
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We Have... 


THE FORESIGHTOR 
THE PROTECT-HER 
THE COMPENSATOR 


THE SECURITOR 


THE CANCELATOR 


THE ANNUITOR 


THE ECONO-CHECK 


250 E. Broad Street 





The MIDLAND MUTUAL Life Insurance Co. 
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For Saving 
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For Protection and 
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fact that I went 2!4 months without 
closing a single 
sale. | had even 
taken several of the 
veterans with me 


! Earls,’ Magahee’s , 
Articles Chosen 
by L.1.A.M.A. 


Prizes of Dictionary, 
Desk Clock Presented 





to help close sales 
but without re- 
sults. After listen- 
ing to some of 
these veterans who 
tried to help close 
sales I 
could be made but 
lacked the confi- 
dence to quite 
close by myself, the results were even 
more confusing. 


Supervisor Helped 
Between the selling methods as 
taught by the supervisor and the selling 
methods actually used by these veterans 
I was completely bewildered. Finally 
after getting ready to take a job teach- 
ing school, my general agent decided tc 
give me a small drawing account an 
closer supervision. Whether or not the 
small drawing account was responsible 
for the closer supervision I’m not toc 
sure—I'll let you guess. However 
through doing joint work with my 
supervisor I finally learned how to sell 


Lambert M. Huppeler 


thought 


at G.A.M.C. Session 3 


William T. Earls, general agent } 
tual Benefit Life, Cincinnati and € } 
Magahee, district manager  Interstgp| 
Life & Accident, Chattanooga, we 
}announced as the winners of the 
ager's Magazine and District Ma 
ment prize winning article awards 
irespectively, it was announced at { 
meeting of the General Agents 
Managers Conference at Clevelam 
Charles J. Zimmerman, LIAM 
managing director, presented the awati 
a leather-bound unabridged dictiong 
to Mr. Earls and an inscribed desk dod 
to Mr. Magahee. KA 

Reprints of both articles were di 
tributed at the meeting. ‘ 


Mr. Earls’ prize-winning 
“Agency Building in Retrospect,” 
peared in the January, 1953, issue 
Manaver’s Magazine. The article dis 
cussed stens to be taken in rebuilding 
an established agency. This award puts 


x 





After I learned how to sell I begar 
to do a little programming and t 
make up proposals which involved <z 
ereat deal of detail work on my part 
Ac on aeent I rebelled against this. I 
coemed ta me that the manv hours spen 
in the office. fumbling with policies 
warkine on plans and proposals, woul 
he much more lucrative if they coulc 
he enent in front of buvers and addi 
nrosnects. T felt that all this 
nener work chonld he done bv som 
ane who was technically eauinred to de 
‘* and promised mvself thar if I eve 
Wad genera 


tional 


the onnortunitv to he a 
yeont Twonld provide mv men with al 
Asn tachnical cepvicee thev could noccihh 
wen en they conld crend the maximum 
smannt af time findine prospects and 
T also promised 
mveelf thar T wonld trv to arrange mv 
in ench a way that the new avent 
--n-Id ane ho unduly inflyenced hu hic 
1-1, hut wonld on the 
stenand enlace nenaram af the rcencv. T 


VWI anne we 


inrerviawina hnuvers. 
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wsntac start 
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+ wanted him ta feel that mak. 
af Vika 
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won: View 
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i” ay 


valty,y 


corcer 


wreeo oa 


Chance to Fxereriment 
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pame civ veare aan when T hecame gen- 
real Now EProaland Muenal 
in New York Citv 
the C. P 
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(CONTINUED ON PAGE 22) 


Mr. Earls in the two-time winner class 
He won his earlier award in the 1947-48 
iudging. 


“Selecting and Training Staff Man 
agers.” the article that won the awand 
for Mr Magahee. originally appeared 
in the Febrnarv. 1953. issue of Distria 
Manacemert It outlined the system 
that he and his past managers used to 
select new staff managers and then lists | 
the responsibilities of the prospective 
new staff managers and the procedures | 
used in training them. Mr. Magahee 
emphasized the importance of conduct 
ing weekly staff meetings in sucha 
manner that the staff manager wil 
accept his responsibilities as part of 
management. 





Encouraging Progress 
Being Made on C.L.U. 
and L. U. T. C. Fronts 


The committee on underwriter edt 
cation and training, headed by Eunice 
C. Bush, Mutual Life, Baton Rouge, | 
gave a verv encouraging picture of th | 
prosress that is being made on & 
C.LU. and L.U.T.C. fronts. The repott 
mentioned that through the joint é | 
forts of the American Societv of CLU | 
ond the LU.TC. more than 1.000 | 
emdente in LIUITC. subscribed » 4 
CTT). Tonrnal. thus promoting 
beawledae of the CLU. prooram. Tit | 
ronart alen cited jhe annual institute : 
for women avents at Purdue this su 
“mer cenoncored hv the Women’s Quattét 
Million Dollar Round Table: the Put 
Ane conrcse and the Southern Mei dl 
continyjine “to make 4 
tremendous contribution to the undé 
writer's education and training as Wf 
as to the industry.” and the C.LU. ift 
tutes held this summer at the Unive 

of Connecticut and the University# 


c™irce for 





Wisconsin. y 
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BROAD 
INSURANCE COVERAGE 


Nonparticipating Insurance 
Participating Insurance 
Accident & Sickness Insurance 


— (Non-can and Commercial), 


Juvemie Insurance — 

Special Low Cost Pians 
Flexible Family Income Pians _ 
Ketirement Pians 
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Mortgage Redemption 
Impaired Risk Service 
Wide Age Range 
Salary Savings Systems 
Supplemental Term Riders 
Pension Plans 

A full line of Group Coverage, 
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Huebner Lists Contributions of the 


American College 


In his address, “Expanding Har- 
vest,” at the C.L.U. conferment din- 
ner, Dr. S. S&S. 
Huebner, presi- 
dent emeritus of 
the American 
College, first re- 
viewed the hbis- 
tory of the C.L.U. 
movement. He 
pointed out that 
in its 26 years of 
operation the 
American College 
has helped tre- 
mendously to ee 
motivate life insurance education in 
all directions and for all groups who 
either serve life insurance as practi- 
tioners or who require its services 
as buyers. In the latter portion of 
his tale Dr. Huebner discussed six 
“leading contributions” of the 





S. S. Huebner 


American College to the agents, to 
the public, and to the institution of 
life insurance as a whole, Follow- 
ing is the portion of Dr. Huebner’s 
talk in which he dealt with these 
contributions. 


By S. S. Huebner 


1. Establishment of an educational 
standard for the profession of life 
underwriting, and the award, on the 
basis of examinations, of the profes- 
stonal designation of chartered life 
underwriter (C.L.U.). The educational 
standard comprises “(a) All the general 
fields of knowledge with which a life 
underwriter should be acquainted in 
order to understand life insurance as 
a functioning institution in a world 
filled with economic, social and political 
problems, which it can help to solve, 
and (b) all the specific fields of knowl- 
edge essential to the rendering of expert 


advice and service to the insuring 
public.” The specific fields of knowl- 
edge referred to comprise in addition 
to life insurance per se, economics, 
government, social problems, general 
commercial law, wills, trusts and estates, 
taxation and business insurance, bank- 
ing and credit, corporation finance and 
investments. 


Thus far, 5,177 candidates have com- 
pleted the entire series of five C.L.U. 
examinations, while another 6,500 have 
completed one or more examinations 
but not all. Nearly 12,000 under- 
writers have benefited directly to the 
extent of having passed all or some of 
the examinations. But many more 
underwriters have enrolled in C.L.U. 
study groups, who have not yet under- 
taken the examinations. It is a con- 
servative statement that 25,000 life 
underwriters have benefited directly 
from C.L.U. class instruction. 


Those who complete the C.L.U. pro- 
gram are benefited in many ways. They 


have a good understanding of the use- 
(CONTINUED ON PAGE 34) @@ 





a partner . 


' 


The Prudential 


INSURANCE COMPANY OF AMERICA 


a matual life insurance company 





papers .. 


Advertising. 


Advertising works constantly to familiarize 
the public with Prudential men, Prudential 
insurance, and Prudential as a company. 


. for every Prudential agent 


The Prudential Agent has a partner who 
works 24 hours a day making contacts for him. 
The partner works through Sunday news- 
. promotional booklets and folders 
. radio. . 





. and television. His name is 


Home Office: 
Newark, N. J. 


Canadian Head Office: 
Toronto, Ont. 
Southwestern Home Office: 
Houston, Texas 

Western Home Office: 

Los Angeles, Calif. 








Motivation Behind 
C.L.U. Program Is 
Outlined by McCahay 


American College 
President Addresses 
Conferment Ceremony 


David McCahan, presiden 0 
American College, answered som 
of the critics of the C.L.U. program 
in his conferment address precej. 
ing awarding of C.L.U. degrees t 
the successful candidates Wedne 
evening. Getting into actual prody. 
tion is admittedly delayed by th 
scholarship requirements of the pn. 
gram, Dr. McCahan said, but on) 
in this way can the merits of th 
plan be imparted most beneficial), 
to the individual. 

Creation of ideas is just as vit 
to the agent as the concrete activi 
which is his career, Dr. McCabu 
declared. 

By David McCahan 


There are times when we stand op 
the “mountain tops of life” and experi. 
ence a sense of 
achievement, ; 
glow of satisfac. 
tion, a realization 
that our destiny in 
life is largely what 
we will it to be 
This is one of 
those occasions 
We share such 
feelings with you, 
the members of 
the Class of 1953, 
as we know how 
long and tiring the road has been for 
many of you; we are conscious of the 
sacrifices that have been incurred; and 
we are appreciative of the resolute 
determination that has impelled you 
to go all the way. 





David McCahan 


Moment for Reflection 
As we stand on this mountain top! 
and enjoy the panorama of psychic 
benefits, it is natural that we reflec 
on the significance of what has been 
attained. Perhaps if one were to ask 
some of you to say why you had labored 
so long and arduously to reach this 
peak, you might reply, as did the moun- 
tain climber who, when asked the 
same question with respect to climb 
ing a particularly high and dangerous 
peak, replied: “It was there”. But goo 
as that reason is, I am sure that 
most of you would give even mot 
worthy ones. 
Irrespective of the motive that ma 
have inspired you to undertake CLU. 


2nd Day 2nd 


=— 


me 





study, I hope that the true significance 
of the C.LU. program will remain 
steadfast in your thinking as you §0 
about your daily duties. If so, you wil 
continue to grow and move on to moft’ 
and more mountain top experiencts. 
What is this true significance? As 
I see it, it is the love of truth 
understanding. The C.L.U. program, % 
you have learned from many hours 0 
hard and intensive effort, does 0 


(CONTINUED ON PAGE 38)§8 — 
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“Who wants 
to live 
in a 
world 
by 
himself °” 


By T. M. 
Equitable Society 
Representative 








NOT ME! I want to live in a world with people... people I 
like... people who like me... people I can help. I want to 
belong to a community ... not merely rent a tiny space in it! 

Maybe that’s why I became an insurance man... 

The other day I was watching young Matt Pearson 
hang out a shiny new shingle. “Matt Pearson, M.D.” I had 
something to do with that. I sold Matt’s dad the policy that 
made sure his son would get the education that got him 
that shingle. 

Every place I go there are hundreds of examples of 
the good I’ve done for my community . . . folks who enjoy 
greater peace of mind because of my work. I can’t think of 
many professions where I would have made a good living 
and felt a greater sense of achievement at the same time! 

I’m glad I don’t live in a world by myself! I’m glad 
that the Equitable Society is a part of that world. What’s 
more, I’m glad I’m a part of the Equitable Society. 


* * * 


One of a series of advertisements illustrating how a representative of The 


Equitable Life Assurance Society serves his community by selling life insurance. 





393 Seventh Avenue, 


New York |, 







N. ¥. 
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Benson Tells GAMC Session Agency 
and Individual Both Benefit from Morale 


Judd C. Benson, manager at Cin- 
cinnati for Union Central Life, listed 
seven qualities which are all-impor- 
tant to the individual life agent who 
wishes to endow his agency with the 
vital element, agency morale. His 
talk was delivered Wednesday after- 
onon at the G.A.M.C. session. 


By Judd C. Benson 

Perhaps we should reach a common 
understanding at the outset that the 
end result which 
we label “Good 
Agency Morale” is 
similar to the all- 
together pleasant 
spectacle presented 
by a well-arranged 
and perfectly cul- 
tivated flower gar- 
den. The same 
architecture, the 
same understanding 
of basic elements 
and the same skill 
in the use of these elements goes into 
the building of an agency with good 
morale as goes into a well kept and 
successful garden. 

May we then consider first the basic 
factors in building and maintaining a 
healthy climate wherein the talents of 
our agents will take root and flourish 
in such a manner that each man’s ability 
will produce the best results of which 
he is capable, and most important of 





Judd C. Benson 


all, that he will find satisfaction and 
real pleasure in the business of life 
underwriting? 

A smart gardener considers well th 
natural elements with which he has t 
work and if he is real wise he will als 
look ahead and consider the probabl 
obstacles, such as drought, insects, plan 
diseases and other problems with whic 
he will have to cope. Similarly, a wis 
manager will consider well the natura 
talents of the men and women wit 


whom he is working and will lay his 
plans in such a manner that he will 
take advantage of those natural abilities. 
He will, however, not be content with 
that kind of planning, but will also 
contemplate the natural enemies of 
agency morale, such as, application dry- 
spells, discouragement, financial prob- 
lems and the thousand and one deter- 
rents to good morale. 

The best general agent or manager 
annot alone create good morale, but 


generally speaking, men will respond y 
good leadership if that leadership hy 
demonstrated 
and understanding of the agents’ even, 
day problems and has actively demo, 
strated a desire and willingness to he 
solve these problems. We believe 
general agent or manager can contriby, 
significantly to the following factos 
Good mental health. An athley 
preparing to enter the prize fighting 
ting or to play a season of bruising 
football takes great pains to place him. 
self in top physical condition. He hy 
two objects in mind—first he knows 
he must have developed the necessay 
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John L. Bennett, Dominion Life, Vancouver, president of the Life Underwriters Association of Canada and honorary 
vice-president of N.A.L.U., flanked by two U.S. friends, Paul H. Conway (left), John Hancock, Syracuse, and Stanley C. 
Collins, Metropolitan Life, Buffalo. Early arrivals at Cleveland for the N.A.L.U. meeting: Lawrence Stanley, Monarch Life, 
New Britain, Conn.; Dr. S. S. Huebner, University of Pennsylvania, president emeritus of the American College; and Presi- 


dent David McCahn of the American College. 


Rite: 1 
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to the 1953 NALU Convention 


from CAL-WESTERN’S 


conyghL ONVAURIES!” 


“The Company that 
puts the ACCENT 
on TRAINING!” 


ALFRED E. GAUMER 
Life Member. 


California-Western States Life Insurance Company 


HOME 





GRANT TAGGART 


Life and 1953 Qualifying 
Member. Past Chairman, 
Million Dollar Round Table 
and Past President, NALU. 





J. J. “Hap” HALLAHAN 


1952 and 1953 
Qualifying Member. 


OFFICE: 


Member. 


SACRAMENTO 


BRYAN C. STANGLE 
Life and 1953 Qualifying 





BERT J. SCHAEFER 


1953 Qualifying 
Member. 
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Important 
Appointment at 2 p.m. 


“THERE’s a neighborhood game every Saturday afternoon at 2 o’clock. 
Bobby’s father ‘‘calls” it every week. Not once has he heard the old familiar 
cry of ‘‘Kill the ump!”. The kids think he’s great. 
Bobby’s dad is a life underwriter for the Great-West Life. Umpiring ball 
games and helping with other community activities are an important part 
of his life. Like most life underwriters, he is dedicated to the task of making 


people happy, healthy, and financially secure. Their future is his business today. 


THE 






ASSURANCE COMPANY 


MEAD OFFICE - WINNIPEG, CANADA 
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The Sun Shines Bright 
In My Old Kentucky Home 



























































tion record. 


LOUISVILLE ** 


Truly the sun of prosperity reflects in Kentucky Home 
Mutual . . . an aggressive sales organization . . . backed by 
active home office cooperation . . . liberal agency contracts 
... coupled with streamlined sales and prospecting plans. 


Our Agency Program continues to bring many new and 
well-qualified underwriters to our Field Staff. Some good 
agency openings are available for qualified salesmen. 
Write us today, stating fully your experience and produc- 


Licensed in KENTUCKY, OHIO, INDIANA, TENNESSEE, 
ALABAMA, MISSISSIPPI and FLORIDA 


\N\. KENTUCKY 








Home-Guard Fits BOTH 


Both™to you and to your customers, Heme- 
Guard Insurance brings important advantages. 
From your viewpoint, there’s a big advantage in 
mortgage loan insurance that is optional with each 
customer. From the customer's standpoint it 
makes real sense to cover the mortgage loan with 
life insurance at such reasonable cost. 

It is entirely logical that Old Republic should be 








the company to develop this improved Mortgage 
Loan policy. Through the past twenty years, Old 
Republic has become the largest company special- 
izing in life insurance on Consumer Credit, serving 
over 2,000 financial institutions. 


OLD REPUBLIC 
CREDIT LIFE INSURANCE COMPANY 
James H. Jarrell, Pres. CHICAGO, ILL. 











Company-Member Issue Hot Agai 
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afternoon session, the board will re- 
move these shackles to enable state as- 
sociations to discharge their full 
responsibilities to policyholders.” 

The first part of the New York state 
associations’ news release follows: 


“Perhaps no more important or far- 
reaching issue has been presented to the 
National Assn. of Life Underwriters 
than the question of the New York 
state association’s right to have special 
class memberships. Under this provision 
of the state association’s constitution, 
adopted as long ago as November of 
last year, life insurance companies 








Help in Community 
Projects, Coffin Urges 
Executive Secretaries 


That good public relations with the 
community is the most important func- 
tion of a life underwriters association 
and that the executive secretaries are in 
the ideal position to promote such rela- 
tions was the theme of a talk made to 
the secretaries, at their meeting in 
Cleveland by Vincent B. Coffin, senior 
Vice-president of Connecticut Mutual. 


Pointing out that the executive sec- 
retary is most frequently the “contact 
man” with many community organiza- 
tions and enterprises, Mr. Coffin urged 
his hearers to capitalize on these re- 
lationships in every possible way. He 
suggested vigorous and enthusiastic sup- 
port for L.U.T.C. and C.L.U., as well as 
whatever insurance programs are intro- 
duced in local schools and colleges since 
educational endeavors of all sorts come 
close to the heart of the public. The 
speaker recommended exclusive secre- 
taries cultivate not only the insurance 
press, which he said is vitally important 
to the whole association movement, but 
also the local newspapers. He gave il- 
lustrations of how a close working re- 
lationship with newspapers had been 
highly beneficial to certain associations 
that knew how to build these relations. 


Mr. Coffin described the so-called 
“Hartford plan” whereby associations 
undertake the sales training of com- 
munity chest workers. He indicated 
that this had not only been good for the 
chests where it had been used, but had 
in every instance built much good will 
for the sponsoring association. This type 
of community cooperation, the speaker 
said, can do wonders for the local 
prestige of any trade association. 

Mr. Coffin regretted the apparently 
growing tendency to regard field and 
home offices as being at opposite 
poles, stating his “admittedly old- 
fashioned conviction” that all are mem- 
bers of the same team, seeking to serve 
the public well. In any event, he 
emphasized, whatever executive secre- 
taries can do in promoting good feel- 
ings between any segments of the busi- 
ness is a step in the right direction. He 
urged the audience to give serious 
thought to these and kindred problems, 
telling them that their work and their 
personalities are highly important fac- 
tors in bringing any local or state as- 
sociation to a point of highest service 
and satisfaction to its members. 


would become special class membp 
without the right to delegate represen} 
tion, to hold office, to vote, or in af 
other way to have a voice in the ay, 
ciation’s affairs. It does enable the co, 
panies to make available funds , 
strengthen and promote the whole jy 
stitution of life insurance for the benef; 
of its policyholders. 

“This has become a matter of pm 
tional import because of the action, q 
June 2, of the executive committee ¢ 
N.A.L.U.’s board of trustees in issuing 
to the New York state associatiog ; 
“cease and desist” order until the boa 
itself had ruled. The state association 
although fully authorized by its ow 
constitution, out of deference 4 
N.A.L.U. and its executive office; 
postponed invitation of — prospectiy 
company memberships until after th 
Cleveland convention. 

Committee Testifies 

“At the invitation of NALU,,; 
committee of the state association 
headed by President Alberts, and cop. 
sisting of six past presidents, appeared 
before the board of trustees at js 
August 22 afternoon meeting and pre. 
sented the state association's position, 
emphasizing the importance of its pro. 
gram in the fields of legislation, litigi. 
tion, and education over the last 34 
years of its history. Spokesmen Edward 
R. Gettings of Albany and Frank H. 
Wenner of Utica pointed out that this 
was solely a New York state problem, 
and that the solution was the sound 
solution for New York. It makes pos 
sible the continued and further cooper- 
tion of field forces and companies in 
presenting a united front in the best 
interests of life insurance for the bene- 
fit of its policyholders. 

“The board of trustees has sent word 
to the officers of the New York state 
association that the action of the execu: 
tive committee was upheld and 
interpreted N.A.L.U by-laws to limit 
membership in state associations to 
member-associations exclusively. The 
‘cease and desist’ order, therefore, con- 
tinues in full force and effect.” 

Then follows the portion of the state 


association release quoted at the be} 


ginning of this account. 
Wenner Chairman 

President Alberts’ special committee 
consists of chairman Frank H. Wenner, 
Connecticut Mutual, Utica; Spencer L 
McCarty, Provident Mutual, Albany, 
state association executive  secretafy, 
Edward R. Gettings, Northwestern 
Mutual, Albany, Harold W. Baird, Ne 
tional Life of Vermont, New York 
City; Julian S. Myrick, retired vice 
president of Mutual Life; W. Metk 
Smith, Mutual Life, Buffalo; and 
Philip T. Chase, Northwestern Mutual 
Syracuse. 

Tuesday afternoon’s session opened 
with a report of the group insuranc 
committee headed by Secretary Rob 
ert C Gilmore, Bridgeport, Conn. He 
said the purpose of his committee 
to serve as a conference group function: 
ing to find legislative solutions to group 
problems that may arise in any paft 0 
the country. He explained that his com- 
mittee is asked often to take up P 
lems that are outside its scope and ta! 

(CONT INUED ON PAGE 46) 
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The average life insurance man, bless his heart, 
is literally hungry for sales ideas. That’s because 
sales ideas are the tools of his trade. It’s how 

he earns his bread and butter. 





American United Life’s agency department 









do a lot of traveling and talking. They do a lot 









John D. Marsh, Lincoln National, Washington, D. C., N.A.L.U. vice-pres, 
: nad é dent, flanked by William H. Andrews (left), Jefferson Standard, Greensboro, 
is aware of this simple fact of life. The brass N. C., past president of N.A.L.U., and James Smither, Jr., Union Central, Ney 
Orleans, out-going president of the American Society of C.L.U. 








of listening, too. And like the bee that carries 








from one agency to another. The seeds sprout 
and pick up individual characteristics that turn 


pollen from flower to flower, ideas are carried Sh an k Ss Ad d resses M ana g ers 


(CONTINUED FROM PAGE 3) 





out a harvest of new ideas. Incidentally, the 
agency department raises quite a crop of sales I would like to call your attention 
to the fact that the basic reasons why 
such a recession could occur are first, 
we are a wealthy nation which can pro- 
Knowing about the bees and the birds and the duce more than subsistence needs. A 
flowers probably accounts for the record volume low production agricultural economy is 
almost depression proof. Such an 
economy is permanently at the bottom 
of the trough—witness Iran, which has 
gone along even with oil income cut 
off. Second, under our economic sys- 
tem consumers, and workers, and busi- 
ness men, have a great deal of freedom. 
We do not force laborers to work, nor 
business men to expand production, nor 
AMERICAN UNITED LIFE INSURANCE COMPANY consumers to buy. 

There are some people who would 
forestall the possibility of a recession 
INDIANAPOLIS, INDIANA under the free enterprise system by 
taking away those two basic charac- 
teristics. They would reduce our pro- 
ductive ability, or, what amounts to 
the same thing, they would destroy a 
portion of what has been produced. 
We Hope You are Very Happy They would also reduce our freedom 


With Your Present mpan so that we could not work where and 
peeticnsae epeen Cempnny when we chose, and could not buy what 






















ideas on its own, too—sales plans that are 


practical and usable. 


of quality business coming our way. 











HOME OFFICE, FALL CREEK PARKWAY AT MERIDIAN ST. 











and Will Stick With ’Em wewihed 
I know that business management 
B UT would not like to see that solution im- 
posed on our economy. What then #s our 
‘ solution? How can business manage- 
If You Have Made Up Your Mind ment meet this challenge? What are 
To Make a Change its responsibilities? 


Salesman is Vital 
T could not pose these questions to 


WE WOULD LIKE 





TO TELL YOU a better group than you assembled here 
WHAT WE HAVE today. Because it is sales management 
in particular which has the answer to 

LIFE—ACCIDENT—HEALTH this problem of maintaining full pro- 


duction of the American economy. If 


‘ we are to maintain and raise our present 
A F M | T lJ A [ high standard of living, and if we are 
to solve the problem of full production 


HOME OFFICE in an economy as wealthy as ours, we 

Second Floor—Boston Building fa tae ce 
Lf DENVER, COLORADO We must persuade him that the luxuries 
V. 0. HGHDGER, President of yesterday are the necessities of today. 








The scrubbing board gives way to the 





washing machine. It is only as the 
American consumer asks for a higher 
standard of living that our economic 
system will provide him with it. A 
free enterprise system is directed by the 
purchases of the consumer. His pur. 
chases tell the business world what he 
wants produced and how much. Anen- 
terprise cannot long remain in busines 
if consumers do not indicate through 
their purchases that they wish it to 
remain in business. 


Sales Management 


It should be obvious from what I have 
said that the economic function of the 
salesman is vital to the success of our 
free enterprise system. When we were 
less wealthy, our attention was centered 
mainly on production. But as our pfo- 
ductive ability has leaped ahead, the 
problems of distribution have become 
more and more important. Today, with 
our tremendous productive potential 
the function of the salesman is the mos 
important function in all business. It 
is the key not just to the success of an 
individual business enterprise: it is the 
key to the success of our whole economy. 
What greater challenge could be leveled 
at sales management than the knowledge 
that our whole economic progress d€ 
pends vitally and directly on th 
successful performance of the sellint 
function? 

While this importance of the sellin 
function is a special responsibilitv fr 
management in the selling end of th 
business, it actually constitutes a chil 
lenge to all management. Al parts¢ 
the management team must increasing’ 
orient themselves to the sales problet 
More attention must be devoted t 
providins the sales force with 
ucts and services which appeal to ® 
consumer and which better serve # 
needs. Investments must be made 
an eye to their effect on the consuf 
the structure of our companies must 
so organized as best to serve the @ 

(CONTINUED ON PAGE 41)” 
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U. vice-pres. 
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Fitting Recruits to Special Life Insurance 


Markets Is Discussed by ©. C. Gearhart 


Doping out profitable markets for life insurance and then recruiting 
men especially fitted to work those markets was the theme of the talk 
that C. Clark Gearhart, superintendent of agencies New York Life, 


gave at the General Agents & Managers Conference session Thursday — 
morning during the N.A.L.U. meeting in Cleveland. He gave many © 


valuable tips on recruiting, training, and supervision, based on his 
experience at Washington, D. C., where he was manager until a few 


weeks ago. 


By C. Clark Gearhart 


The importance of market analysis 
was brought home to me before I came 


with the New York Life 22 years ago, 
when I was doing sales promotional 
work with a leading automobile manu- 


facturer. From this experience, I am 
convinced that our most serious compe- 
tition is not the other life insurance 
companies, but rather salesmen in en- 
tirely different lines who are fighting for 


a larger share of the consumer's dollar— 
e.g., automobile and television manufac- 
turers. And I can assure you that these 
industries concentrate on analyzing their 
most profitable markets and the most ef- 
fective ways of reaching them. 


If you will think about this other 
competition for a moment, you will see 
that our business is especially vulner- 








Do you? 


involved. 


**Plus”’ case. 


Big 


If you are interested 
in these “profitable 
Postal plus’ dollars 
which many of the 
leading 


country’s 





YOUR COMPANY— 
“PLUS POSTAL” 


gives'a top combination for quality 
service. The ‘‘plus Postal’’ is a very profit- 
able plus, one that every Broker and Surplus 
Writer should know about. 


If not, make the discovery now. 


You'll find that your ‘‘tough”’ case can be 
ably handled at Postal, regardless of the 
underwriting problem or the kinds of policies 


You can be sure, too, that your case will be 
in the hands of specialists all the way—from 
the time you give it to one of our experienced 
General Agents or Brokerage Managers to 
the time when it comes back to you as your 


personal producers are now getting, contact 
one of our General Agents today. 


PosTAL LIFE 


511 Fifth Avenue, New York 17, New York 
GEORGE KOLODNY, President 


{ 





able because of its 
very nature—the 
inertia or reluct- 
ance on the part of 
the public to buy 
anything from 


receive immediate 
satisfaction. We 
will always have to 
take the story of 
life insurance di- 
rectly to the people, 
in competition with the things they 
can touch, or ride in or look at 
right now. 

I need not tell you men how impor- 
tant recruiting is to any plan of agency 
building. But before going any further, 
let me give you just a few figures that 
will highlight what it has meant to us 
in Washington during the past four 
years. The following figures represent 
the paid business in the year 1952 by 
the agents who ,were recruited in the 
previous four ye&rs since January, 1949: 
The class of '49 paid for $5,573,000; 
the class of 50 $3,817,000; the class of 
"51 $2,743,000; the class of ’52 
$1,195,000. Total, $13,328,000 out of 
$21,355,000 for the office. This rep- 
resents roughly two-thirds of the total 
business. 


8 “Survivors” in a Year 


You may be interested in knowing 
that it took 33 agents to pay for this 
$13,300,000—in other words, we had 
33 survivors at the end of 52 who had 
been recruited during the previous four 
years or an average of about eight men 
per year. I might add that included in 
the class of 1949 was one man whose 
contract was dated late in December, 
1948, but who did not get into produc- 
tion until January, ’49. 

But what about the subject of recruit- 
ing to markets? It seems to me that 
any discussion on it may be broken 
down into five major sections: (1) The 
market concept in recruiting; (2) how 
to find the right market; (3) how to 
find the right centers within the market; 
(4) fitting the agent to the market; 
(5) finding the market for a high-type 
man who has no market. 

On the first point, what does the 
market concept in recruiting mean? It 





ee 


Cc. C. Gearhart 


which they do not. 


simply means, first, locating the logical 
markets for our product and then find. 
ing the best possible men to sell thog 
markets. It is not so much a mechanic] 
procedure as it is a state of mind. |, 
represents an attitude toward our job 

In trying to solve that problem, |e 
us not ask ourselves where we are goj 
to find these men but instead, let yg 
develop the habit of constantly seek. 
ing the profitable markets within oy 
territory that are not being fully covered 
by us. Let us think of markets firs, 
and men second, because even the beg 
of men are severely handicapped with. 
out a market. 


Good Combination 


I think you all agree that a good 
man without a market, is, at least, a 
questionable proposition, whereas tha 
same man lined up with a natunl 
market just can’t miss—it’s a winni 
combination for everyone concerned. Of 
course, this is only one of many methods 
to recruit and build a sales organization 
but of all the other methods, the three 
most important are probably the 
nominator method, personal contact 
and observation, and the men referred 
to us by our present agents. 

In each of these methods, we are 
seeking a man who meets certain quali- 
fications to sell life insurance. And 
that’s important, but in doing that we 
are likely to overlook the one essential 
factor in that man’s success and that 
factor is his potential buyers. There- 
fore, may I suggest a reverse approach 
to the problem—a concept that is based 
on first finding the markets and then 
locating the best possible man to de- 
velop those markets. If we don’t do this, 
there is danger that we may acquire a 
tendency to sit back and take what 
comes to us—in other words, to develop 
a passive attitude toward recruiting. 


Aggressive Action 


On the other hand, I feel that our 
job requires us constantly to take the 
initiative. It is aggressive action that 
gets results, and that is the very essence 
of your job and mine. It simply means 
that we are constantly looking at our 
territory through the eyes of the agent 
and we must take the same steps that 
we know an agent will have to take if 
he is going to stand out above the 
crowd. 

The second point is how to find the 
right markets—which ones and where? 
I don’t think anyone can give you a 
conclusive answer to that, for it 

(CONTINUED ON PAGE 43) 








Colorado and New Mexico. 


32 Exchange Place 





COMMERCIAL TRAVELERS INSURANCE CO. 


Home Office: Salt Lake City, Utah 


LEWIS T. ELLSWORTH, President 

R. S. SATTERFIELD, Vice-President 

C. A. MOYES, Secretary-Treasurer 
A Capital Stock Company writing Life, Accident, Health and Hos- 
pitalization in the following states: Utah, Idaho, Nevada, Mon- 
tana, Oregon, Washington, Wyoming, Arizona, South Dakota, 





EXCELLENT AGENCY OPPORTUNITIES 
COMPLETE LINE OF POLICIES AND 
LIBERAL AGENCY COMMISSIONS 


Write 
LEWIS T. ELLSWORTH, President 








Salt Lake City, Utah — 
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Saving Is . Serious Job, 
Editor Tells General Session 


Mrs. Clara Savage Littledale, edi- 
tor of Parents’ Magazine, addressed 
the Thursday general session of the 
N.A.L.U. convention in Cleveland. 
She stressed the challenge to life 
insurance agents in educating the 
buying public to a more mature 


outlook on savings. This is a sum- 
mary of her talk. 
By Clara S. Littledale 
It seems to me that insurance people 
must be happier then ever before! Be- 
cause the child population of this coun- 
try is increasing by leaps and bounds. In 



































1940 there were 40 million children convinced that they need to prepare fy 
the future, and shown how they ca 


under 18. In 1950 close to 47.9 million, 
and the United States census bureau 
predicts 49 million in 1960. 
According to present trends we may 
do even a little better. What's more, 
people are living longer than they used 
to. Half of the children born today will 
live to be 70, a quarter of them will 
live to be 80. What an encouraging 
picture! However, the crux of the 
matter is not how many people there 
are in the world, but how many can be 








McKINLEY H. WARREN 
Manager 


BROKERAGE SOLICITED 


PHOENIX MUTUAL 
LIFE INSURANCE COMPANY 


40 Broad Street Boston 9, Mass. 
LaFayette 0430 








ROBERT B. PITCHER 


General Agent 


: LIFE INSURANCE ee, 
on Bosvem Massssnesiwe 


53 State St. 


CApitol 7-8300 Boston 9, Mass. 





FRANK T. BOBST 


General Agent 


ZA pegs Sa :.. 
IPG INSURANCE COMPANY 


or Beston. Massacnusstr: 
HAncock 6-0022 
49 Federal St. Boston 10, Mass. 











THE GENE HAYS AGENCY 
NEW ENGLAND MUTUAL 


Walter L. Downing, Asst. Gen. Agt. 
Richard A. McLellan, Training Sup. 
Chester Perrine, Mgr. Spec. Accts. 
Ray £. Desautels, Brokerage Mgr. 


Li 2-0553 80 Federal St. 


THE VAN TASSEL 
INSURANCE AGENCY 


Brokerage and Surplus 


Life, Accident and Health, 
Hospitalization 

SHERWOOD H. VAN TASSEL 
General Agent 

Liberty 2-6303 

Liberty 2-6304 


31 Milk St. 
Boston 9, Mass. 
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Manager 
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100 Milk Street, Boston 9, Mass. 
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INSURANCE COMPANY 
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654 Beacon St. 
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Assistant Mgrs. 
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INSURANCE COMPANY 
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Boston, Mass. 
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afford to do so. 


Saving, spending, investing, is a ingy 
individual matter — all tied UP with 
what people think is worth while in lif 
Tied up, too, with how mature a perso, 
is. It as the immature person who se 
no further than today. It takes a certain} 
degree or maturity to look to the futur 
and to save for it. We tind this oy 
when we deal with children. There jgy; 
much sense, for instance, in encouraging 
the young child to save his pennies fg, 
a college education. He can't under. 
stand what it means, and he isn’t ready 
to save for a distant objective — y, 
shouldn’t expect him to. If you want tp 
teach him saving habits, you encourage 
him to save for something immediag 
—the toy he can buy next week. It j 
only as he grows older that he can saye 


toward the future. 


I am sure that life underwriters mys; 


meet many immature people in 
course of their work. These are 
people who must keep up with 


Joneses, no matter what, who live up 
to the last cent that they earn—even 


when it isn’t necessary. Yet at 


same time, people have probably never 
been more aware than they are today 


the 
the 
the 


the 














George Neitlich, Metropolitan Life. 
2nd __vice-president-elect 
of the American Society of C.L.U,, and 
William R. Beardslee, Lincoln National, 


Everett, Mass., 


Newark. 











of the importance of trying to safe- 
Life underwriters 
have done a good job in helping people 


guard the future. 


to realize this and so has the U 


government. 


money put away for future need. 


In terms of family living, there is 
nothing quite so important as a feeling 
that it is possible to face the future 
with a reasonable sense of assurance. 
We used to talk about security; we said 


there was nothing so important 
giving our children a _ “sense 


security.” We don’t talk that way 9 
much any more, because in this day 
and age we realize that no one can be 
entirely sure of security, and that we 
can’t make a present of it to ou 
children. But we can try to teach them 
to be competent and self-reliant and we 
should do all we can to safeguard out 


families. 


You insurance people present prac 
tical ways in which this can be done 
Psychologists and psychiatrists, health 


(CONTINUED ON PAGE 31) 


The insurance program 
for men and women in the service has 
brought home to millions and millions 
the sense of security and comfort that 
comes with the knowledge that one has 
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Releases 


News always is welcomed by a news- 
aper, Dudley B. Martin of the Institute 


of Life Insurance told the meeting of 
executive secretaries Thursday in set- 


ring forth some tips On preparing news 


releases. ; aie 
While anything of genuine interest 


o the public will be used by the editor, 


Mr. Martin said it is a great help in 


getting a story through to the public to 
follow certain essential rules in as- 
sembling facts and presenting them to 
the editor. 
Mr. Martin gave specific examples of 
what could be considered news, citing 
particularly good works at the com- 
munity or other levels by agents, an- 
nouncements of Coming meetings, 
speeches at meetings, discussion _of 
trends in life insurance, or reporting 
of facts and figures on the business. 
Turning to assembling news, Mr. 
Martin advised having one person. 
responsible for gathering all possible 
facts concerning the item. All details 
should be obtained, and facts human- 
ied. Information should be gathered 
as long before the time of release as 
possible, thereby making it possible to 


incorporate supplemental facts that 
might change the public appeal of the 
story. 


The chances of a release turning up 
in print are much better when it is 
written out in such form as to require 


“I 











From the Denver association: Gerard 
J. Smith, Phoenix Mutual, and J. Stanley 
Edwards, Aetna Life, past president 
of N.A.L.U. 








Miles, Thomas on Hand 

Sam E. Miles, vice-president, and 
Naurice M. Thomas, regional super- 
visor, are on hand as home office repre- 
sentatives of Provident Life & Accident. 





U.S. Life Has 3 at Sessions 

United States Life has three home of- 
fice executives attending: John Weaver, 
executive vice-president; Robert W. 
Staton, superintendent of agencies, and 
Fred O. Becher, Jr., vice-president. 











jf 


Middl 


Two old friends meet at the N.A.LU. 
‘onvention: James A. Hands, vice-presi- 
dent and manager of agencies Franklin 

€, and Austin J. Edwards, resident 
some of the National Underwriter 

hy a Oit. 
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a minimum of the editor's attention, 
Mr. Martin said. And exact release 
timing should be watched in order to 
match printing time of papers and even 
editions of the paper. 

Mr. Martin’s other format sugges- 
tions included, precise release time, 
proper spacing that allows room at the 
top of the page for the editor to write 
his headline, putting the salient part of 
the story in the first paragraph, keeping 
the story short, on a single long sheet 
of paper, or, where that is not possible, 


noting on the bottom of all sheets, 
which should be securely stapled, that 
more follows, and noting on the final 
sheet the story ends. 

Mr. Martin also advised that when 
pictures accompany copy, the latter 
should clearly indicate so. He also said 
he favors hand delivery to mail, noting 
especially so if it is intended for a 
particular person. He mentioned that 
editors dislike receiving carbon copies 
of stories. 

Strongly recommending that news 


channels be kept open, Mr. Martin said 
the person assigned responsibility for 
association news should maintain close 
contact with the press. It is helpful, he 
said, occasionally to entertain at lunch 
or otherwise the reporter regularly 
covering life insurance news. This 
paves the way for a hurry-up call when 
a news story breaks unexpectedly. It is 
not difficult to win friends among the 
press, Mr. Martin concluded, when news 
stories are presented editors in a fashion 
that lessens their work. 





He is a typical 
full-time member 
of the Field Force 


His outstanding 
achievements 
in 1952 


He uses 
Continental American 


Sales Plans 


His market 


is Preferred 





General Agency openings 
in Pittsburgh and 





ingly successful. 











Wilmington 


% Average Total Paid-for Business. 
% Average Number of Sales . 
% Average New Sale . 





The President’s Club is designed to give special 
recognition to every established and_ successful 
Representative—not a select few. Members partici- 
pate in an enjoyable and profitable convention 
meeting every year where they have an opportunity 
to meet old and new friends and exchange ideas with 


other successful Life Underwriters. 


$446,114 
39 
$11,439 


These include a complete Visual Sales Kit containing 
Organized Visual Presentations for a complete 
Planned Life Insurance Program Service and a num- 


ber of package sales plans. 


This is a natural market for a President’s Club mem- 
ber, since Continental American specializes in 
Preferred Class Risks and its sales material and 
policy equipment are geared to this market. The 
result is high quality business, satisfied policyowners 
and higher average sales—important factors in 


enabling Field Representatives to become increas- 


CONTINENTAL AMERICAN LIFE INSURANCE COMPANY 


Delaware 
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‘ LY AETNA LIFE INSURANCE COMPANY 





120 S. LaSalle St. Chicago, Illinois 
Telephone ANdover 3-1920 








Your Brokerage and Surplus Business Solicited 
All Forms of Ordinary Group and Pension Contracts 
Non-Cancellable Accident and Health 


JOSHUA B. GLASSER 


General Agent 


CONTINENTAL ASSURANCE COMPANY 
Illinois’ Leading Life Insurance Company 
39 So. LaSalle Street 
Chicago 3, Illinois CEntral 6-1296 











THE HUNKEN 
AGENCY 
THE CONNECTICUT MUTUAL LIFE 


Telephone CEntral 6-5700 
One North LaSalle Street, Chicago 















































H. G. SWANSON DON K. ALFORD & ASSOCIATES For Service—Information—Field Assistance 
General Agent THE FORT DEARBORN AGENCY THE EARL C. JORDAN AGENCY 
BOB SWANSON THE PRUDENTIAL INSURANCE 
Associate General Agent COMPANY OF AMERICA MASSACHUSETTS MUTUAL LIFE 
NEW ENGLAND MUTUAL LIFE INSURANCE COMPANY A. P. Lasker, Brok. Mgr. R. M. MacCallum, Div. Mgr. CS Seer 
Telephone HArrison 7-8090 L. M. Walter, Agcy. Ass’t Suite 1616, One North LaSalle Bldg. RA 6-0060 
3300 Board of Trade Building Suite 240, Board of Trade Bldg. Earl C. Jordan, General Agent 10 
Chicago 4, Illinois WAbash 2-5311 Wm. J. Nelson, Jr., Assoc. Gen. Agt. | 
FREEMAN J. WOOD RALPH L. WELCH HANS A. FRANKE 
General Agent General Agent General Agent 
LINCOLN NATIONAL LIFE INSURANCE CO. BANKERS LIFE INSURANCE COMPANY OHIO STATE LIFE 
208 S. LaSalle St. Tel. CEntral 6-1393 OF NEBRASKA INSURANCE COMPANY 
An Agency Well Equipped To “Brokerage Is Our Business”’ 5545-47 Broadway, Chicago 201 
Handle Brokerage Business Suite 418—208 S. LaSalle STate 2-2293 UPtown 8-7733 
PAUL W. COOK, C.L.U. 
General Agent FRANK G. LOTITO CHARLES E. BUTLER 
Lorraine Sinton, C.L.U. General Agent General Agent 
Sales Production Manager 
August Cc. Hansch Lincoln National Life FIDELITY MUTUAL LIFE 
Agency Assistant Insurance Company INSURANCE COMPANY 
THE MUTUAL BENEFIT LIFE INSURANCE COMPANY Suite 528 120 S. LaSalle St. Tel. HArrison 7-3255 
One North LaSalle St. RAndolph 6-3444 CEntral 6-5631 1084 Board of Trade Bldg. Chicago 
Chicago 2 12¢ 
Life - Substandard - Wholesale - Group 
Accident and Sickness—Hospitalization RAPPAPORT AGENCY NATHAN FUTTERMAN 
Group Pensi Pension Trust General Agents General Agent 
FRED S. JAMES & CO. GUARANTEE MUTUAL LIFE 
New York Since 1858 San Francisco PACIFIC MUTUAL LIFE COMPANY 
Pittsburgh INSURANCE Minneapolis Earle $. Rappaport, C.L.U., Eugene Rappaport, C.L.U. —“Brokerage Exclusively” — 
Buffalo One North LaSalle Street Portland Suite A-1105 175 W. Jackson Blvd., Chicago 
Los Angeles Chicago 2, Illinois Seattle 141 W. Jackson Bivd. HArrison 7-7244 Arelcon 7-2958 We 
Teleph Fl lal 6-3000 Chicago 
ae 
YOUNGBERG-CARLSON CO. One Stop Service for your Surplus and 
Incorporated General Agents THE Substandard Business h ill 
if t——we tell who w 
CONTINENTAL ASSURANCE COMPANY RAYMOND J. WIESE AGENCY 4 we cont Cigne aee tay ee 
Chicago Brokers Find cur Ground Floor JOHN W. LAWRENCE, C.L.U. 
Offices Easily Accessible Provident Mutual Life General Agent 
Unexcelled Service in All Lines of Insurance Insurance Company 
MASSACHUSETTS MUTUAL LIFE 
SAM LELAND, MGR. A. H. WOHLERS, MGR. 
Life Insurance Dept. Health and Accident Dept. Phone Financial 6-0915 INSURANCE COMPANY r 
201 S$. LaSalle St., Chicago 4 One North LaSalle St. Bidg. 135 S. LaSalle St. ANdover 3-18 173 
621 S. Spring St., Los Angeles 14, Calif. Chicago, Ill. Chicago, Illinois 


























istance 











9nd Day 


NATIONAL LIFE CONVENTION DAILY, 


AUGUST 27, 1953 











LIFE OFFICES 


N. A. L. U. 64th ANNUAL 


Fe sua 
Roane +. 


a 


Frenen ts CONRAD of TRARS 


ee 


ee) aed | 


23 a5aa 
Sow ee 


B 


ann 
Ava 


“ 











yy 
fr nok 
MUTUALS LIFR INSURANCE COMPANY 


FERREL M. BEAN 


General Agent 
39 South LaSalle Street: 


Telephone RAndolph 6-9336 
Chicago, Ill. 








DUKE FRANK AGENCY 


State Mutual Life Assurance Co. 
Worcester, Massachusetts 


RAYMOND W. FRANK, GENERAL AGENT 


One N. LaSalle St. 
Chicago, Ill. 


DEarborn 2-1404 











J. GORDON MICHAELS 


Branch Manager 
Continental Assurance Company 
Associates: 
Jim Barber 
John Deering 
Jerry Groom 
Cele Lammers 
175 W. Jackson Bivd. 
Chicago 


WaAbash 2-3410 








105 W. Adams St. 


GEORGE C. BEHRNS 


General Agent 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


Oldest New England Mutual 

Life Agency in Chicago 
Chicago 
CEntral 6-1300 


Robert J. Murphy & Associates 
Robert J. Murphy, C.L.U., Manager 
Assistant Managers 
J. T. Ritchie, C.L.U. A. J. Kirchberg, Jr. 
M. J. Bowens W. G. Leventhal 
M. J. Weil, Agency Assistant 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Suite A-1820 Insurance Exchange Bidg. 
Telephone HArrison 7-2500 





THE A. D. CROW AGENCY 


The Lincoln National Life 
Insurance Company 


CEntral 6-8013 


Suite 821 208 S. LaSalle St. 


Chicago 








ROBERT L. SEILER 


Manager 
—“Brokerage Exclusively’’— 


PAUL REVERE LIFE 
INSURANCE COMPANY 


THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


Elmer J. Grandson, Mgr. 
Robert E. Craig, Supvr. 


THE LIFE INSURANCE COMPANY OF VIRGINIA 
Richmond, Virginia 


J. J. MILLER, Mor. D. A. MEDARIS, Assoc. Mgr. 


Suite 776-208 S. LaSalle Street 








208 S$. LaSalle St. RAndolph 6-7364 208 S. LaSalle St. STate 2-8600 
FRANKLIN LIFE 
FREDERICK I. SMITH W. J. DOWD Chicago Division 


General Agent 
“Brokerage Exclusively” 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
OF NEW YORK 


CEntral 6-8648 


111 W. Washington St. 


General Agent 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Chicago 


Profitable Agency 
Opportunities Available 


Regional Office 
120 S. LaSalle St. 


F. J. BUDINGER 


Chicago 
































Chicago 7 
120 $. LaSalle Street Chicago soeeamnaei bee REGIONAL SALES DIRECTOR 
LAMB, LITTLE & CO. STUMES & LOEB 
General Agents General Agents THE HENRY W. PERSONS AGENCY 
COLUMBIAN NATIONAL LIFE THE PENN MUTUAL LIFE INSURANCE CO. MUTUAL OF NEW YORK 
INSURANCE COMPANY Suite 1525 
Life-Accident-Health-Hospitalization One LaSalle Street Building, Chicago, lil. Telephone FRanklin 2-9700 
nicage Group and Franchise Coverages Telephone RAndolph 6-0560 
Ws. Suite 605 38 S. Dearborn St. 
LaSalle St. Chicago An Agency Especially Equipped to Educate Chicago 
Financial 6-4680 and Develop Steady Producers 
ee 
ind MOORE, CASE, LYMAN & 
'HUBB ARD HAMILTON FERGUSON W. A. ALEXANDER & COMPANY 
vg General Agent General Agents of 
U General Agents 
— Cha8l OCCIDENTAL LIFE INSURANCE COMPANY THE PENN MUTUAL 
thn Hancock LIFE INSURANCE COMPANY 
mere fLree Sréddined company —“Brokerage Exclusively’ — 
Wade Fetzer, Jr. C.L.U. John H. Sherman 
Cc. T. Rothermel, Jr., C.L.U. Suite 2049 135 S. LaSalle St. . 135 South LaSalle St. FRanklin 2-7300 
» 3-1820 o Earl Montgomery ANdover 3-1883 Chicago 
5 W.: Jackson Bivd. Chicago 
sdsisiaeueila ee 
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THE NEW JERSEY LIFE ASSOCIATES, INC. 


STATE AGENT FOR NEW JERSEY 


CROWN LIFE INSURANCE CO. 


At Your Service 
M. DICKSTEIN, President 


General Agents 


JOSEPH H. CLEMENTS R. J. MORAFF 
meet ey Section Vice president Generel Aqpate Section 
Newark, N. J. erty 4 ’. 

S. E. ition bot fond Tat A. J. WOHLREICH 
Newark, N. J. Member — a ae Table 
MORRIS-DALY asin 
ASSOCIATES ALFRED J. BERNSTEIN 
Newark, N. J. Trenton, N. J. 
I. FRISS 


Atlantic City, N. J. 


COMPLETE BROKERAGE 
AND 
REINSURANCE FACILITIES 


THe Crown LIre 


HOME OFFICE: TORONTO, CANADA 
1180 RAYMOND BLVD., NEWARK, N. J. MITCHELL 2-2083 
$1,001,824,496.00 Insurance in Force 




















Nothing 
SINGS 
like 
SUCCESS 


and to hundreds of insurance salesmen 
throughout the United States, Hawaii and Alaska 
the sweetest music is the rustling rhapsody of 
cheerful commission checks playing the accom- 
paniment to their rapid progress up the ladder of 
success. 


Career insurance men find the unusually effective 
business acquisition methods and unexpectedly 
broad agent cooperation policies of Benefi- 
cial Standard Life to be the biggest factor in their 
rapid business progress. 


Write ]. N. Mitchell re General A gency Opportunities 


Bee 


STANDARD LIFE — COMPANY 


HOME OFFICE: ak SO. SPRING ST. 
LOS ANGELES 14, CALIF. 
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gramming service. This department is 
under the leadership and direction of 
a capable, veteran underwriter, a man 
thoroughly versed in all phases of tax, 
inheritance, and business insurance 
problems as they affect a man’s per- 
sonal and business estate. He has a 
young woman assistant who is a char- 
tered life underwriter and an expert 
in programming and policy analyses. 
Then there is a third member of the 
department who prepares the charts, 
proposals and suggestions outlined by 
the director and his assistant. 

The work has been highly systema- 
tized so it functions easily and quickly. 











Attending the American Society of 
C.L.U. directors meeting: F. J. Stevenson, 
Equitable Society, Pittsburgh, and Fitz- 
hugh Traylor, Equitable Society, 
Indianapolis. 








It is the province of this department 
to prepare a brief which indicates to 
the prospect the property values of the 
plan which the agent sells him, plus 
a thorough analysis of its costs and the 
benefits which make it a good invest- 
ment for the prospect if he lives, dies, 
or quits paying premiums. In addition, 
the brief coordinates the new insurance 
not only with what insurance the pros- 
pect already has, but also with his other 
assets, both tangible and intangible, and 
presents a complete picture of his 
entire estate. 


Planning Sheet 


The first step, of course, is to obtain 
the necessary information to perform 
this service. This is the duty of the 
soliciting agent who brings in the data 
on a planning information sheet, which 
is the basis of the Huppeler system of 
planned estates. The left hand side of 
this sheet lists all assets held by the 
insured and his wife, regardless of type 
—real estate, government bonds, securi- 
ties, business interest, life insurance, 
income, expectancies, savings, etc. The 
right hand side of the information 
sheet is for personal information about 
the prospect, his wife and children, his 
requirements for the education of his 
children, for his family income, per- 
sonal retirement, emergencies, and all 
the related data necessary to obtain a 
complete picture of the situation which 
faces the prospect. 

Once all of the necessary information 
has been received, the agent reviews 
the problems of his client with the 
planning department director or his 
assistant, and then with all the facts 
before them these technicians analyze 
the problem and present a solution. 
Sometimes the agent goes back to his 
client with a complete solution which 
he can immediately wrap up in a sale, 
sometimes he brings him only the work 
sheets and in the second interview 


——— 


points out that this is as far as the 
present insurance will carry him, and 
it is now important to learn the spe. 
cific requirements of the client in orde, 
to complete the program. 

It is immaterial whether it is a smal 
or a large job of programming. 
are all prepared in the estate analysis 
and programming department. That} 
important, too, because it keeps the 
agent where he belongs—in the field— 
and leaves the technical work to the 
experts. I know what I'm talking abou 
too because I’ve been in agencies where 
no such service was provided and have 
found men with two drawers full of 
policies, wills, etc., which had _ been 
given to them by hopeful clients who 
wanted and needed estate programming 
and the agent just hadn’t found the 
time to make the detailed and gr 
needed analyses, or, if he had tried to 
do the kind of analysis job which was 
necessary he'd stopped being an agen 
and become a technician. 

A successful underwriter just hasn't 
the time to give his clients the kind 
of expert service they deserve if he 
has to do all the detail work himself 
We can see right in our own office 
where our estate planning and program. 
ming department is responsible for four 
to five million dollars in business which 
we never would have had otherwise. 

Another point is that the program- 
ming department acts as a check on 
the agent's activities. If an agent doesn't 
bring in any data sheets, it’s a pretty 
sure sign his work habits aren't up to 
par and it’s time for a little re-indoc- 
trination or clarification of the situation. 

The theory behind this particular 
experiment in service is, of course, the 
outgrowth of my own experience, and 
the eminently practical one that we can 
hire expert technicians to do the work 
and do it more accurately and at less 
actual cost than if it were done by the 
agents, who perhaps are being financed, 
and who are valuable only as producing 
agents in the field. I have always felt 
that a salesman can never make any 
money in an office—money can only 
be made in closing a sale, and to close 
a sale he must be on friendly terms 
with the prospect, and out seeing more 
prospects. We offer our estate plan- 
ning and programming service for 4 
very practical reason—to keep the sales- 
man where he belongs—out selling. 

For a time we were not too success- 
ful in getting some of our older agents 

(CONTINUED ON PAGE 26) 











Chatting in the observation cart of the 
Cleveland Limited on the way (0 
N.A.L.U. convention: W. W. Hartshoro, 
superintendent of agencies Metropolitas 
Life, and Carlyle Dunaway, N.A.LU. 
counsel. 
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GREETINGS w ue N.AL.U. 


from TEXAS 








Republic National Life Insurance 
Company 
Theo. P. Beasley, President 


Home Office, Dallas, Texas 


Our Best to N.A.L.U. 


Great American Reserve 
Insurance Company 


Home Office, Dallas, Texas 


Travis T. Wallace, President 
Glen Wallace, Agcy. V. P. 


SOUTHWESTERN LIFE 
INSURANCE COMPANY 


James Ralph Wood, President 
Dallas, Texas 


“Fifty Years of Faithful Service to Texans” 








Mercantile Security Life 
Insurance Company 
Dallas, Texas 


John Mills, Chr. of Bd. 
J. N. Nutt, Ex. V. P. 


J. Neelyhandrum, Pres. 
Floyd V. Gish, C.L.U., 
Agcy. V. P. 


Greetings to N.A.L.U. 


Continental Life Insurance 
Company 
Home Office, Fort Worth, Texas 


STERLING HOLLOWAY, Pres. 


D. C. Beasley, Ex. V. P. 
F. L. Schultz, V. P. and Agcy. Dir. 





GREETINGS FROM 


THE PRAETORIANS 
Home Office - Praetorian Bldg. 
Dallas, Texas 


Jno. N. Harris, President 








ANICO 


First in Texas 
First in the Southwest 
18th in the Nation 


AMERICAN NATIONAL INSURANCE 
COMPANY 


W. L. Moody, Jr., President 


Galveston, Texas 





An Agents’ Company Organized 
For Agents 


When in Texas Visit 
American Country Life Ins. Co. 
Home Office - Houston, Texas 


Warren M. Fleming, V. P. 


United Bankers Life Insurance 
Company 
Home Office - Dallas, Texas 


D. J. Willmon, President 








Greetings N.A.L.U. 


TEXAS PRUDENTIAL INSURANCE 
COMPANY 
Galveston, Texas 
S. E. Kempner, President 


A Good Name We Have— 
A Good Name We Shall Keep 


AMERICAN GENERAL LIFE INS. CO. 
Home Office - Houston, Texas 


Burke Baker, Ch. of Bd. 
Benjamin N. Woodson, C.L.U., President 
Ford Munnerlyn, Vice President 


Tennessee Life Insurance 
Company 


H. O. Houston, Texas 











Congratulations N.A.L.U. 


SOUTHLAND LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 
‘Serving Since 1908"’ 











Great Southern 


Life Insurance Company 


Home Office - Houston, Texas 








THE GIBRALTAR LIFE INSURANCE 
COMPANY OF AMERICA 


Home Office, Dallas, Texas 


W. E. Nettle, President 
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SUB-STANDARD and SPL 


Earl H. Weltz & Company is a_ separate 
Organization — operating independently of all 
Life Insurance Companies—applying the 
“Lloyd's of London” idea to the Life Insurance 


Business. 


We are not in the employ of any Company 
but represent many companies as general agents. 
Because of the broad scope of coverage, pro- 
vided by these Companies collectively, we are 
equipped as a Life Insurance Clearing House, 
to furnish to every man in the Life Insurance 


Business no matter where located — 


A UNIVERSAL SERVICE 


——<— 

























2nd Daripnd D: 


First Year and Renewal Commissions are paid and guaralio you | 


EARL H. WELT 


LINCOLN LIBERTY BUILDING 
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Telephone: i 6 
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d SPLUS LIFE INSURANCE 


Our specialty is Extra Risk or Sub-Standard 
Life Insurance. For large cases, either standard 
or sub-standard, we can supply the surplus 
amount required beyond your own Company's 
retention. We are not in competition with your 
own Company but we would like to work with 
you on risks which they do not accept—or 


on surplus. 


Each Company we represent has been carefully 
analyzed and selected on the basis of character 
and proved ability of management, financial 
strength, high earning power land sound under- 


writing. 


1 and onal you by the Company issuing the Policy Contract 


=-LT| & COMPANY 


PHILADELPHIA, PA. 


P 
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fs already a 


PROVED SALES LEADER 


Introduced only a short time ago, MASTERPLAN 


in its first full two months accounted for 18% of the company’s 


sales. Average size policy was $6,394.00. 


General American men find the versatility of MASTERPLAN 


popular. Actually MASTERPLAN is many policies in 


one. It gives the insured the guaranteed right to choose 


later the plan that best meets his needs then. It gives cash 


endowment privileges with continued protection 


. offers a sound savings plan where the insured can 


get back more than he pays in. 





ST. LOUIS, MO. 






iY) 
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Eugene K. Druart 
Doyal E. Plunkitt 
William E. Rogers* 
M. A. Kennedy 
Nate Kaufman* 
Francis II. Davis* 
Harry H. Huston 


INDIANA 

George W. Anawalt 
Harry M. Fleenor* 
Virgil B. Louden 
Julian W. Schwab* 
Wm. H. Plymate 
C. L. McClelland 
David R. Johnson* 
A. R. Meyer* 
George R. Lambert 
Wm. G. McClelland 
J. Robert Hopper 
L. M. Carr* 


ILLINOIS 

Vinton C. Reed* 
Kenneth P. Sheppard 
R. E. Sheppard 

S. M. Krawezyk 


MASTERPLAN really “Takes the IF out of LIFE” 


for the agent as well as the prospect. 


For further information write Frank Vesser, Vice President 


General American Life 


One of the nation’s leading mutual legal reserve companies 


hy) NATIONAL QUALITY AWARD WINNERS 


The theme of “‘Quality First”? is more than a slogan 
with us—it is a rigid principle appropriately exem- 
plified by so many 1953 quality award winners. 


Russell Farmer 
Elmer Hansbarger 


Iowa 

Arthur J. Goodman 
MICHIGAN 

A. J. Ouellette 

J. J. Wendt* 
MINNESOTA 

Ernest Herzog* 


A. M. Klinefelter 
Ounto 


TEXxas 
C. B. Ingram* 
Malvern Marks* 
Paul Hamon 
Edward F. Hall 
Edgar T. Russell* 
Hl. Bruce Veazey* 
L. L. Snyder J. T. McClelland* 
E. Lowell Rife Finck Dorman* 

* Qualified for 5 years or longer. 


INDIANAPOLIS LIFE 


INSURANCE COMPANY 
Mutual—Established 1905 


INDIANAPOLIS 
Watrer H. Huet, President 


ACENCY OPPORTUNITIES IN Illinois, Indiana 





7, INDIANA 


Arnovp Bere, C.L.U., Agency Vice-President 


lowa, Ohio, Michigan, Minnesota, Texas 
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to use this particular service. They were 
not accustomed to presenting such de- 
tailed analyses, but they have finally 
come around to accepting it and are 
proud and happy to use all the facilities 
of the service. Perhaps one of the things 
which helped their acceptance was the 
psychologically sound idea of including 
them on the committee which discussed 
what should comprise a good informa- 
tion sheet and a good proposal. Their 
ideas were all considered and, because 
of their years of experience, were ex- 
tremely valuable. Because of this cooper- 
ation, all the underwriters in our agency 
know that the proposals and_illustra- 
tions are theirs as well as mine and they 
are proud to use them. 

There is no charge to the agents for 
the services of our estate planning and 
programming department, unless a par- 
ticular case is so large and complicated 
that the agent feels he needs the tech- 
nician’s assistance in the field. If this 
is necessary, the technician goes along 
with the agent on the interviews, or 
the client is invited to come to our 
office where we have a separate room 
set up for just such conferences. In 
these instances there is a division in 
first year and renewal commissions, 
ranging from 25% to 40%, depending 
upon the amount of time and work the 
technician has put into the case. Let 
me assure you the agent is invariably 
very glad to share this commission 
because he knows—particularly if he is 
fairly new in the business—that in the 
last analysis it is the knowledge of the 
technician, not his own, which clinches 
the sale. 

When we first started to experiment 
with our estate planning department we 
were fortunate enough to secure the 
endorsement of our services by the trust 
officers of several banks who allowed 
the use of their names as references. 
This helped materially in building our 
prestige. 

We have never gone overboard in 
extending this service to brokers, but 
the entire operation is concentrated on 
full-time production. In 1952, 94% of 
our business came from our full-time 
agents. 

Good for Recruiting 

As a final comment on our estate 
planning and programming service, not 
only has it proved a satisfactory time 
saver for the general agent, inasmuch 
as it makes it unnecessary for him to 
review many cases with the agent, but 
it is also a splendid recruiting device. 
Prospective agents are impressed with 
this particular service when they com- 
pare it with services offered by other 
agencies and they are quick to appreci- 
ate its advantages to themselves, con- 
sequently they are easier to recruit. 

My second promise to myself was 
the elimination of the bull pen—to 
separate the veteran agents from the 
new recruits. I wanted to raise the ego 
of the veteran as well as the new recruit 
and to keep that first enthusiasm for 
the business as high in the third month 
as it had been the day before he signed 
on with the agency. The first step in 
this direction was to cut up the bull 
pen and turn it into private and semi- 
private offices. Naturally with the addi- 
tion of new agents and the elimination 
of the bull pen, we needed additional 


space. Thus, we were able to solve al 
problems at one time. We were ab, 
to do something better for the Veter, 
agent and also to take a step forwa: 
with the new recruit. | 

Make no mistake about it, the ve. 
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eran agent is a valuable asset, very oft, 
he is one of the real reliables of the bus. 
ness, but he has lived through his yeq 
of pressure selling and highly gear 
activities, and has earned the right w 
set his own pace. These men do no. 
roll up phenomenal production records 
but they live within their incomes, ang 
are successful men when you StOP tp 
measure them by the yardstick whig 
asks if you have any money left at the 
end of the year. They do. They ar 
invariably no drain on agency finane 
since they require practically no 
nancial assistance. Most of them areq’ 
particularly interested in the averag 
agency meeting where they listen to th 
general agent and supervisor expouni 
basic facts which they absorbed years 
ago, or establish new selling patterns 
or ideas which have no part in the 
particular procedure they have perfected 
for themselves over the 20-25-30 years 
they have been in the business, | 


We rented a separate office in ; 
building in the next block for our ver. 
eran agents who actually did not need 
constant supervision, who did not need 
continual agency help, and who were 
completely able to go it alone. Don‘ 
think for a minute that we isolated 
them. Their telephones were connected 
with the switchboard in our main office, 
their mail came to the main office ad- 
dress, and they had all the privileges of 
every service the agency offered even 
though they were housed away from us. 
Instead of quarters in the bull pen, they 
had their own offices. The layout we 
provided for them comprised a recep- 
tion room and five private offices, the 
idea being to have two men to an office. 
Of course, with less than ten men the 
top producers of the group rated single 
occupancy. 

The offices were well furnished— 
that was important. They were given 
regular issue mahogany desks, venetian 
blinds, attractive draperies, and assigned 
an extremely competent receptionist 
secretary who handled the work for the 
entire group. 

Let me tell you, it has paid off ina 
great many ways. In 1947, these men 
averaged $125,000 yearly. In 1952 
their yearly average was $210,000 each. 
In addition, they themselves have te 











J. S. Baldwin, Northwestern Mutual 
and H. Cochran Fisher, Aetna Life, situng 


at the District of Columbia association 
table in a national council session. 
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cuited another old-timer to their ranks 
who has already brought in a quarter 
million of business. The business these 
men do, and don’t forget that several of 
them are well over 65 years of age, 
more than justifies any expense inci- 

















Pete and Pat: M. W. Peterson, Lincoln 
National, Charlotte, N. C., and Winston 
Fmerick, N.A.L.U. at the luncheon 


Saturday. 








dental to setting them up in their own 
offices where they function as enthu- 
jastic and dignified members of our 
agency. We know we can count on 
them as steady reliable producers and 
we are proud of this little experiment 
in agency building which has practically 
doubled the average production of these 
veteran underwriters. 

At the same time, this procedure was 
able to create more room in our main 
agency office for the younger. more 
aggressive men, and for the new recruits 
who needed supervision and direction, 
and both the veterans and the younger 
men have helped us to recruit to the 
point where at present we once more 
have no empty desks. 

Another thing I had always felt could 
be improved upon was some of the 
direct mail service offered by the Home 
Offices. During the time I was in the 
home office I worked quite closely with 
a advertising and direct mail man 
many of you know, Seneca Gamble. 
During these years I often felt that a 
rather different tvpe of approach could 
be used by the life insurance companies 
in their direct mail and it seemed to me 
that they were overlooking a good sell- 
ing angle by ignoring this idea—which 
was a high-level approach based on an 
offer of services and an offer to become 
acquainted, worded in such a way that 
the recipient would want to do business 
with our particular company. 


Tries Letter Approach 

A little more than two years ago I 
tumed this idea into a program of ac- 
tion. Our agency prepared a letter 
which we used to offer our services to 
heads of business concerns, lawyers. 
Vatious types of professional men, and 
names carefully culled from selected 
address-areas in metropolitan New 
York. Each man had a certain group of 
names assigned to him and as a direct 
mail service we sent out 5,000 of what 
we called our “Invitation Letter.” It 
Was prepared on special stationery, 
stipt printed. folded and hand ad- 
dressed just like a regular invitation. 

€ were our own copy writers with 
this letter, which read as follows: 

“An Invitation to You .. . 

A business man said to me the other 


YIM 


day, ‘If I could only talk to a good, 
capable life insurance man without 
feeling I was being pushed to buy 
something—if they would only let me 
make up my own mind about family 
insurance, annuities, etc. 

“We think we have the answer. 

“Here is an agency which has a top 
reputation for policyholder  friendli- 
ness, representing the oldest chartered 
life insurance company in America— 
the New England Mutual Life Insur- 
ance Company of Boston. 

“We would like to show you what 
we can do to help you and your wife 
understand your present life insurance 
and your future needs. Then, when you 
are ready to buy—in a year—two— 
three, if ever, you will know what we do 
and what we have to offer. Won't you 
talk with one of our experienced career 
underwriters? 

“Return this letter in the enclosed 
business reply envelope and we will 
telephone you for an appointment at 
your convenience. 


(CONTINUED ON PACE 30) 


A. & H. Committee 7-Region Setups 
to Foster More Intensive Development 





The present five-region set-up of the 
special committee on A. & H. should 
be revised so there will be seven smaller 
regions, with a view to reducing the 
work of each regional chairman, thus 
enabling him to do a more thorough 
job, according to the committee report 
prepared for the N.A.L.U. meeting in 
Cleveland. William E. North, New 
York Life, Chicago, is chairman. The 
proposed setup 1s: 

Region No. 1—Massachusetts, New 
Jersey, Rhode Island, Pennsylvania, New 
York, Vermont, New Hampshire, Con- 
necticut and Delaware. 

Region No. 2—Michigan, Indiana, 
Kentucky, Ohio, West Virginia, Dis- 
trict of Columbia and Maryland. 

Region No. 3—Tennessee, Missis- 
sippi, Alabama, North Carolina, South 
Carolina, Georgia and Florida. 

Region No. 4—North Dakota, South 
Dakota, Minnesota, Wisconsin, Illinois, 





Missouri, lowa and Nebraska. 

Region No. 5—Kansas, Oklahoma, 
Texas, Arkansas and Louisiana. 

Region No. 6—Arizona, Utah, Colo- 
rado, New Mexico, Wyoming and 
Montana. 

Region No. 7—Washington, Oregon, 
California, Nevada and Hawaii. 

The report also recommended that: 

@ Regional chairmen and members 
of the committee should agree in 
advance to serve and assume the respon- 
sibilities attendant upon their appoint- 
ments. 

@ Continued efforts should be put 
forth to complete the organizational 
program calling for disability insurance 
committees in all state and_ local 
associations. 

e@ Supplementing the published Owt- 
line of the Job of Conducting a Dis- 
ability Insurance Conference which 

CONTINUED ON PAGE 38) 


CLEVELAND 


The Ohio National Life Insurance Co. 
welcomes you—one and all—to its great 
home state of Ohio, and to the 64th 
Meeting of the N.A.L.U. 


We know that your visit to Cleveland 
will be a pleasant and profitable one, 


and that the future will continue to see 
the success and advancement of life 
underwriting. 


¥& CINCINNATI 
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DOWNTOWN AGENCY 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Home Office — Newark, N. J. 
EUBANK & HENDERSON, Managers 
40th Floor—40 Wall Street, New York 5 
Digby 4-0040 








L. W. SECHTMAN 
General Agent 
AETNA LIFE INSURANCE COMPANY 
60 East 42nd Street 


New York 
MUrray Hill 2-0200 


Lincoln Building 








THE ApseghW Sep AGENCY 


BERKSHIRE LIFE INSURANCE COMPANY 


921 Bergen Avenue, Jersey City 6, N. J. 
Newark y Hel City 
MArket 2-2242 JOurnal Sq. 4-1724 
New York: REctor 2-4540 





Greetings 


64th ANNUAL MEETING 


FROM THE NEW YORK 





WHEELER H. KING, C.L.U. 


General Agent and Associates 


NEW ENGLAND MUTUAL#LIFE 
INSURANCE COMPANY 


342 Madison Ave. New York 17, N. Y. 
MUrray Hill 7-5560 


KRUEGER & DAVIDSON 
AGENCY 
THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


386 Fourth Avenue, New York 
Harry Krueger, C.L.U. Walter S. Davidson 


EDWIN J. ALLEN 
HAROLD G. PRATT 


General Agents 


JOHN HANCOCK MUTUAL 
LIFE INSURANCE COMPANY 


225 BROADWAY BArclay 7-1070 








THE GUARDIAN 
LIFE INSURANCE COMPANY 


1800 Empire State Building New York 1 
CHickering 4-4400 


S. D. Rosen, Chairman of Board 
H. J. Rosan, President 
CONTINENTAL 
ASSURANCE COMPANY 
76 WILLIAM STREET NEW YORK 5, N. Y. 
WHitehall 3-7680 


General Agents NEW YORK, N. Y. 
THE JULIUS M. EISENDRATH SAMUEL D. ROSAN AGENCY O. A. KREBS 
AGENCY INC. 
General Agent General Agent 


AETNA LIFE INSURANCE COMPANY 


151 William Street, New York 38 
REctor 2-7900 








DAVID A. CARR AGENCY, 
INC. 


CONTINENTAL ASSURANCE 
COMPANY 


1780 BROADWAY AT 57th STREET 
New York 19, N. Y. JUdson 6-4660 


CAMPBELL & DEMAREST 


General Agents 


MANHATTAN LIFE INSURANCE 
COMPANY 


Complete Brokerage Service 
PLaza 7-6572 


120 West 57th St. New York 19, N. Y. 


JOHN H. EVANS 
Manager 


HOME LIFE INSURANCE COMPANY 
William E. Thomson, Brokerage Asst. 
55 West 42nd St. New York 18, N. Y. 
OXford 5-1434 








C. W. SABIN, Manager 
THE JOHN STREET AGENCY 


CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 


55 JOHN STREET NEW YORK 38, N. Y. 
WOrth 4-6060 


BOOKSTAVER AGENCY 


SECURITY MUTUAL 
LIFE INS. CO. 


NEW YORK 17, N. Y. 
CHickering 8-8330 
BURTON J. BOOKSTAVER, General Agent 





500—5Sth AVE. 


THE CHARLES B. KNIGHT 
AGENCY, INC. 
General Manager 
THE UNION CENTRAL 
LIFE INSURANCE COMPANY 
225 Broadway New York 7, N. Y. 


CHARLES N. BARTON. Pres. 
Maurice Ziff, V. Pres. Hubert E. Davis, V. Pres. 








LAMBERT M. HUPPELER 
AGENCY 
JOHN GUTTERMUTH, Brokerage Mgr. 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


527—Sth AVENUE, NEW YORK 7, N. Y. 
MUrray Hill 7-0800 











JAMES F. MacGRATH, JR. 
General Agent 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


84 WILLIAM STREET NEW YORK 38 
HAnover 2-7865 








THE SULLIVAN AGENCY 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
of Philadelphia 
Arthur L. Sullivan Edward J. Emmet 
General Agent Supervisor 
107 William Street New York 38, N. Y. 
WHitehall 4-5926 
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To THE N. A. L. U. 


ar Cleveland 


GENERAL AGENTS AND MANAGERS 





JOS. D. BOOKSTAVER AGENCY 
INC. 


THE TRAVELERS INSURANCE CO. 
Guaranteed Low Cost Life Insurance 


Saul Rosenstein M. Goldstein 
Manager {ssoc. Manager 


110 William St.—WO 2-5800 








HOEY AND ELLISON LIFE 
AGENCY INC. 
WALTER W. CANNER, President 
KQUITABLE LIFE INSURANCE CO. 
OF IOWA 
118 William St., 38, N. Y. 
129 Church St., New Haven 


BA 7-4800 
8-4114 








THOMAS W. MELHAM, C.L. U. 


Manager 


THE PRUDENTIAL INSURANCE CO. 
of AMERICA 
Brokerage Managers 
E. B. Eichengreen C. W.Palady C.J. Weppler 
21st Floor, 161 William St.. 38, N. Y. 
COrtland 7-4363 








THE FRASER AGENCY 
of 
THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 
149 Broadway, N. Y.6 1440 Broadway, N. Y. 18 
BArclay 7-9300 


M. L. CAMPS 


General Agents 


ane 


if Gf 
L, hn Hearres hk 
MUTUALPLIFBE INSURANCE CO 


Suite 1701, 110 EF. 42nd St., New York 
MUrray Hill 6-4445 


Congratulations to My Partner 


Harold N. Sloane, C.L.U. 
President 
Of the Life Underwriters Association of New York 
Harry A. Gruber Life Associates 
Formerly GRUBER. LYNCH & SLOANE 
General Agents 
CONTINENTAL ASSURANCE 
111 John St., N. Y. 38, N. Y. BEekman 3-4545 








Telephone MURRAY HILL‘2-4500 
DAVID MARKS, JR., C. L. U. 


General Agents 
NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 
17 E. 42nd STREET NEW YORK 


LOUIS REICHERT 


General A gent, Life Dept. 


TRAVELERS INSURANCE COMPANY 
45 John Street, New York Tel. RE 2-7282 
FRANK S. GROH, Manager 


L. 1. LESTER 


General A gent 


MUTUAL TRUST 
LIFE INSURANCE COMPANY 


45 John St., New York City COrtland 7-6030 
Mitchell Goodstein, Manager Brokerage Dept. 

















ROSWELL W. CORWIN, C. L. U. 


General Agents 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
150 BROADWAY NEW YORK 38, N. Y. 
BEekman 3-6620 





THE BRAGG AGENCY 
JAMES ELTON BRAGG, C.L.U., General Agent 


THE GUARDIAN LIFE INSURANCE 
CC MPANY OF AMERICA 
Home Office Agency 
50 UNION SQUARE, NEW YORK 3, N. Y. 
GRamercy 3-3000 


THE MACCABEES 
Metropolitan Agency 


@ 
NEW YORK CITY 
MU 2-1630 


60 EAST 42nd St. 








,_ A.J. JOHANNSEN 
= and ASSOCIATES 







Rf =MUTUAL LIFE 





Se NORTHWESTERN 


MICHAEL J. DENDA 


Resident Vice President 


UNION MUTUAL LIFE INSURANCE 


CHARLES SCHIFF 


Manager 


STUYVESANT AGENCY 
THE PRUDENTIAL INSURANCE CO. 
































INSURANCE COMPANY 

NY = COMPANY PPO ay of AMERICA 
7N.Y %4 Trinity Place 136 Greenwich St. aii ea decbil pan E17, N.Y. Suite 729 aati fe ja 17, N. Y. 
V. Pres. New York Hempsted, N. Y. nderbilt 6- rray Hill 6- 
— a _ 
F . 

RUSSELL E. LARKIN THE MUTUAL RAYMOND F. THORNE, C.L. U. 
> Manager pecs sie oun E General Agent 

a 4 wd 
CONNECTICUT GENERAL LIFE 2S. ‘ COMPANY Over 100 Years of Security and Service 
nmet INSURANCE CO. OF HARTFORD ARTHUR V. YOUNGMAN BERKSHIRE LIFE INSURANCE. CO. 
; N.Y 225 BROADWAY, N. Y. 7, N. Y. al ype 1527 Franklin Ave., Mineola, Garden City 3-1840 
N.Y. fo . ° ° 7: : 2 
REctor 2-6633 135 Broadway, New York City — 175 Main St., White Plains, White Plains 8-2007 

——_ ae ee 
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LIFE’S FOUR GREAT LOVES 


Love of a husband for his wife 
Love of parents for their children 
Love of children for their parents 


Love of economic security and independence 


Wherever these great loves exist, there is a 
need for life insurance and the services of a 


competent life underwriter. 





Devid O. McKay, President 











Again—Our Objective is to Help 


—WHO?—Our Brokers — Career Men — General Agents 
and Regional Supervisors. 

—DO WHAT?—Make Money. 

—WITH WHAT?—A complete kit of the best and more 
liberal life, accident, health, wholesale group and 
creditors group. Ages birth to 76. All with unusual 
and salable features that build big incomes. 

—HOW?—Through complete appreciation of the field- 
men's problems by home office top executives who 
can and will do something about them. 

—SO WHAT?—We are expanding — Growing WITH 


Our men. 


PLANNED EXPANSION 


Our expansion plans have created exceptional openings for several additional 
regional supervisors. Our supervisors are compensated with salary, expenses, and 
incentive bonuses, resulting in better income for the producer who can qualify. 
Positions open in Missouri, Kansas, Oklahoma, lowa, Nebraska, Minnesota, 
North and South Dakota. For information, write B. Taylor, vice president. 
There ARE opportunities with this good growing company. 
Our Regional Supervisors agree there is a real opportunity 


for EXPANSIONGE with us. 


NATIONAL FIDELITY 


— (ES 


W. RALPH JONES Aneseczonc 






RANSAS City 6, MISSOURI 
Thirty-Eighth Year of Faithful Service 
ACCIDENT *© HOSPITALIZATION °© HEALTH & LIFE * WHOLESALE GROUP 
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“You or your beneficiaries will never 
regret it.” 

The letter was signed, his most sin- 
cerely, Lambert M. Huppeler, in a 
duplication of my signature, and bore a 
place for the addressee’s name, address, 
date of birth, and telephone number. 

Now, I had a couple of personal 
friends in the advertising business who 
received this letter and took the time 
to call me and say they thought it was 
a most unusual direct mail presentation 
and one of the most interesting ap- 
proaches they had ever seen. I think 
youll agree with me yourselves that 
this letter represents a completely dif- 
ferent experiment in direct mail from 
any mailing piece you have seen. Do 
you know what happened? Out of those 
5,000 letters, we received one—just one 
—treply, and the $5,000 policy that was 
brought in didn’t even pay for our 
postage! 


Bows to Professionals 

After this—and several other experi- 
ments of a similar nature—I became 
convinced that the professional man in 
the home office knows more about 
direct mail, and does a better job in 
promotion than I can do. 

I thought you might be interested in 
one experiment of many we made which 
didn’t succeed. 

Another secret objective I had as a 
general agent was to have all details 
delegated so, as general agent. I could 
spend my full time in assisting the 
agents to obtain business. In mv time 
in the home office I visited manv 
agencies all over the United States— 
agencies of many different companies. 
Frequently, actually more times than 
you might imagine. the general agent 
would be snowed under with all man- 
ner of office and production detail— 
some of the worries of the cashier’s de- 
partment, hiring problems, trving to 
get cases through the home office, etc., 
etc. He was so busy trving to clear up 
these matters of secondarv importance 
that he had little time left for his real 
iob as general agent—obtaining pro- 
duction. 


Would Liberate Agent 

I intended to change this in my 
agency. It meant delegating authority 
—and I really mean delegating it. It 
also meant that I had to have com- 
petent and reliable assistants. As a 
new general agent I could not afford 
the cost of paying for all of these 
things without going into debt. To me, 
debt is a nasty word. It involves pav- 
ing back money out of earnings which, 
after taxes. tends to be harder and 
harder to do. The problem facing me 
was how to delegate authority to 
responsible men without going into 
debt in the process, since it involved 
the expense of obtaining hetter-than- 
average men to run the office. 

Tt is misleading to think of our 
office manager by that title alone. I 
am sometimes amazed at the wav he 
handles all the duties assioned to him 
and keeps the office and agencv staff 
functioning smoothly Not only does 
he have full control of the office, 
which means he does all the hiring 
and firing of personnel without inter- 
ference from the general agent. but 
he is also the liaison officer between 


i 
the agents and the home office. |, j 
the office manager, not the gener 
agent, who carries the burden of poj, 
cies that don’t come down on tim 
the medical examinations which ay 
fouled up, and who tends to all 
the hundreds of intricate discrepancig 
which are bound to arise, and this hy 
been handled most successfully. 


Need Top Supervisor 

A top supervisor is also of vity 
importance. The new recruits are 
wholly his responsibility and the gen. 
eral agent is merely the court of lag 
appeal. This is because I feel the ney 
man must “belong” to the superviso; 
iust as much as to the veneral agen 
if the supervisor is to do an exper 
iob of training and creating job enthy. 
siasm in the new man. 

For these specialized jobs we have 
used men who were already members 
of the agency and who were liked 
ind respected by the other men. Thes 
men were willing to compromise on 
a small salary plus so much per thov- 
sand on extra business sold. This 
method helped me somewhat to avoid 
the burden of debt, but I still had to 
have the base money and I decided 
the best way for me to earn this would 
be through personal production. On 
every personal case I handled I always 
had an agent with me, and the com- 
mission split with him was anywhere 
from 90°04 to 60° in his favor. On 
this basis it takes a lot of production 
to make either the Leaders Assn. of 
New Eneland Mutual or the Million 
Do!lar Round Table, but I felt if 1 
as general agent. meet the requirements 
of these associations it would be a spur 
and a challenge to the men in my 
agency. I believe I have proved the 
point too. because whereas in 1947 the 
agencv had six members who met 
New England’s Leaders Assn. requite- 
ments of $500.000 of production or 
at least $5.000 in annual commission 
we now have ?4 members of the asso- 
ciation out of 29 acents. and _ this 
includes three men who are in their 
first vear with us. Also. contrarv to 
what vou may at first think. the agents 
are enthusiastic about working iointl 
with me. As general agent I am “u"’ 
on mv selling techniques and able to 
pass the knowledge along to the other 
salesmen in direct selling sessions. In 
addition soing out with mv agents on 
cases affords me an excellent oppor- 
tunity to ohserve hew he conducts him- 
self under fire. 

Pension Department 

Another department which has bees 
set up in our agency has been respon 
sible for a great deal of business — 
about the only kind of business for 
which I have any kind of a reputation 
— pension business. Our pension trus 
sales and service department is set Up 
exactly the same way we established our 
estate planning and  programmunt 
department. It is headed bv a technica 
supervisor who, before joining 
agency, had worked with the intern 
revenue department in Washinato?. 
D.C, and he brought invaluable expet! 
ence with him when he joined ou 
staff. There is also an assistant techn 

(CONTINUED ON PAGE748) 
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Saving Is a Serious Job 


(CONTINUED FROM PAGE 18) 





| eee 
experts, educators, religious leaders living: health enough to make work a 
resent ocher ways Of attaining a type pleasure; wealth enough to support 
aj security that ts NOt coo dependent on your needs; strength to bactle with 


uiside forces, buc more dependent on 
jaracter and emotional adjustment. 
We are learning a good deal today 
spout people and about what consti- 
ures good mental health, about how 
age can work and live with other peo- 
ole and get along happily. 

The great poet and_ philosopher, 
Goethe, summed up the ideal way of 
living in a half dozen lines, as follows: 
There are nine requisites for contented 


difticulties and overcome them; grace 
enough to contess your sins and for- 
sake them; patience enough to toil until 
some good is accomplished; charity 
enough to see some good in your 
neighbor; love enough to move you to 
be useful and helpful to others; faith 
enough to make real the things of God; 
hope enough to remove all anxious 
fears concerning the future.” 








catia. 


P Breakfasting at the Statler: John Kellam, National of Vermont, New Canaan, 


Conn.; and Ralph G. Engelsman, Penn Mutual, New York City, chairman of the 
NA.L.U. program committee. 
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Wide Distribution 
of NALU Code of 
Ethics Is Advised 


The committee of past presidents, 
headed by Charles E. Cleeton, Occi- 
dental of California, Los Angeles, said 
in its report that plans for the wide 
distribution of the new N.A.L.U. code 
of ethics will be announced immedi- 
ately after the Cleveland convention. 
It will be put out in various forms 
for maximum effectiveness. Besides 
prominent publicity in Life Association 
News it was also suggested that it be 
printed on membership cards and other 
membership material and that mats be 
made of it so local associations could 
use it in newspaper advertising. 

The committee also believed that it 
could be used very effectively at the 
time of the induction of new members 
into local associations. A further sug- 


HERMAN A. ZISCHKE 


Organization 
CONSULTANTS ON 
Employee Benefit Plans 
Pension - Profit Sharing 


SAN FRANCISCO CHICAGO 
ul Sutter Bldg. 1 No. La Salle St. 
Ukon FInancial 6-1370 





LANDIS, INTLEHOUSE AND COMPANY 
Pension and Profit Sharing Plans 
Available to Agents and Brokers 


530 W. 6th St. 417 Montgomery St. 
Los Angeles San Francisco 
TRinity 6881 YUkon 2-6130 








Impartial Counsel 








gestion was that the code should be 
attractively set up in two colors and 
mounted on laminated plaques or 
cards. All these suggestions are being 
implemented as part of the distribution 
that is planned. 





Novel Membership 
Schemes Advised ,; 


Speaking on the problems of mem- 
bership in local associations, Jack R. 
Manning, executive manager of the 
New York association, advised those in 
attendance at the meeting of executive 
secretaries held Thursday to “keep in 
mind that the building and conserva- 
tion of membership in our association, 
in spite of the value received by its 
members, will always be a problem, 
even to the smartest account executive 
on Madison avenue.” 

“New, appealing and ‘appetizing’ 
ways of selling it,” Mr. Manning con- 
tinued, “must continuously be sought 
for and effectively utilized, in combina- 
tion with the ‘human element’—other- 
wise we are performing our jobs on a 
hit-and-miss basis.” 

Mr. Manning reviewed methods in 
use by the New York City association 
to build membership and to conserve it, 
outlining those plans which could be 
effectively worked in even the smallest 
association. 

The speaker stated that the New 
York association had more than 2,500 
members and is rapidly approaching its 
all time high of 2,595, reached in 1948 

prior to the last local dues increase. 
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to the great State of 
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HOME OFFICE — COLUMBUS, OHIO 


CLARIS ADAMS, FRANK L. BARNES, Ist V. P. 


President and Director of Agencies 
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Charles L. J. Fee General Agency 
Charles L. J. Fee, General Agent 
Cliff Dancer, Brokerage Manager 


fen Hancock, 
muTUALf lire aaa SURANCE athe rane 
BOSTON, MASSACHUSETTS 


530 W. Sixth St., Los Angeles 14, MAdison 6-5601 








WALTER S. PAYNE AGENCY 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Western Home Office: Los Angeles, Calif. 
Assistant Managers 
RKudolph—Ray Minner—Carl W. Kotter 
TUcker 6251 
210 West 7th Street 


Hal ft 
al FE. 


Los Angeles 14 











THE A. C. KRAUEL AGENCY 
A.C. Krauel, General Agent 
PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
TRinity 9501 


523 WEST 6th ST. LOS ANGELES 14 











THE UNION CENTRAL LIFE 
INSURANCE COMPANY 


Mark S. Trueblood, Manager 
George Alvord, Brokerage Manager 


M Adison 9-3661 
609 South Grand Ave. 


Los Angeles 17 
bao] 








T. R. (BOB) MACAULAY 


General Agent 


STATE MUTUAL LIFE"ASSURANCE 
COMPANY 
Telephone TRinity 6439 
530 W. 6th ST. LOS ANGELES 14 
** Specializing in Service to Brokers” 
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GREETINGS from LOS ANGELE 























CHARLES E. CLEETON 
AGENCY 


OCCIDENTAL LIFE INSURANCE 
COMPANY 


Robert B. Ogden, Jr., Associate Gen. Agent 


530 West Sixth Street Los Angeles 14 





STANLEY J. NEUMAN 
General Agent 
CONTINENTAL ASSURANCE 

COMPANY 
TRinity 6356 

‘Agency & aenneat Service for 

Life and Non-Cancellable Disability 

510 West Sixth St. Los Angeles 14 











ALBERT L. JASON 


Manager 
THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


—DIVISION MANAGERS— 
Frank Cuce, Ernest T. Plammer, Norman Bluebond 
MAdison 6-8791 


609 South Grand Ave. Los Angeles 17 








GEO. N. QUIGLEY, JR., C.L.U. 
Branch Manager 
MANUFACTURERS LIFE INS. CO. 
Ed. Linsenbard, Brokerage Mgr. 
MAdison 9-2556 


609 South Grand Ave. Los Angeles 17 





W. W. STEWART 


General Agent 
PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 

TRinity 0361 


510 West Sixth St. Los Angeles 14 











GERALD W. PAGE, C.L.U. 
General Agent 


PROVIDENT MUTUAL LIFE 
INSURANCE COMPANY 
Telephone: TRinity 3151 
530 West 6th Street Los Angeles 14 


J. C. SCHAEFER, C.L.U. 


Manager 
SAYRE. TOSO & SCHAEFER, INC. 
California General Agents 
GREAT-WEST LIFE ASSURANCE 
COMPANY 
MAdison 6-8237 


609 South Grand Ave. Los Angeles 17 





ARTHUR R. KRAUSSE & CO., INC. 


Lloyd’s London Correspondents 


UNITED STATES AND CANADA 
Accidental Death Up to One Million Per Person 


649 South Olive Los Angeles 14 
TUcker 1153 








THE NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


® 
JOHN R. MAGE, C.L.U. 
General Agent 


TRinity 3821 


NEIL BURTON 
Manager 
CANADA LIFE ASSURANCE 
COMPANY 
MAdison 9-1671 
“Prompt Brokerage Service * 


ARTHUR E. KRAUS, C.L.U. 
General Agent 
PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


WEbster 3-9377 








THE UNION CENTRAL LIFE 
INSURANCE COMPANY 
MUtual 2137 


530 West Sixth St. Los Angeles 14 











AETNA LIFE INSURANCE COMPANY 


O Brien Sawyers, Jos. F. Bradley, Robert H. DeBusk 
Assistant General Agents 
George F. Dahlin 
Agency Supervisor 
Los Angeles 14 


Holeman Grigsby 
Manager Group Dept. 


810 S. Spring St. TR 1771 








609 South Grand Ave. Los Angeles 17 933 Subway Terminal Bldg. Los Angeles 13 700 South La Brea Los Angeles 36 
HAMMOND & CRAI 
HENRY E. BELDEN “a id THE YATES-WOODS AGENCY 
cis neral Agents 3 
be! John W. Yates and Robert L. Woods, Gen. Agents 


MASSACHUSETTS MUTUAL LIFE! 
INSURANCE CO. 


DUnkirk 1-3181 


2601 Wilshire Blvd. Los Angeles 
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LEISURE, WERDEN & TERRY 
AGENCY 
—Brokerage Exclusively” — 
OCCIDENTAL LIFE [INSURANCE 
COMPANY 


MAdison 6-4161 
Suite 323, General Petroleum Bldg., Los Angeles 17 





THE HAYS AGENCY 


Rolla R. Hays, Jr... C.L.U., General Agent 
NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 
Harold P. Morgan. 4sst. Cen. Agt., Brokerage Service 
Charles C. Nalle, Asst. Gen. Agt., Pension Planning 
William B. Jadden, Manager, Agents Training 
Suite 512, Statler Center—900 Wilshire Boulevard 
Los Angeles 17 M Adison 6-5881 








WALTER STOESSEL 
AND ASSOCIATES 


James Stoessel 


Ralph L. Chambers 
Brokerage Manager 


Brokerage Department 
NATIONAL LIFE OF VERMONT 
M Adison 9-1161 


609 S. Grand Ave. Los Angeles 17 








THE M. E. THOMPSON AGENCY 


M. F. Thompson, General Agent 
C. Mercer Barnes, Field Director 
A. E. Loveland, Field Director 
PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 
DUnkirk 8-6151 


612 South Shatto Place Los Angeles 5 











YCE 


for 
lity 
Angeles 14 





JACK WHITE AGENCY 


Jack White, C.L.U., Manager 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


5657 Wilshire Blvd. 
W Ebster 3-8211 


Los Angeles 36 


LLOYD W. HUMMEL 


General Agent 
Ross K. O’Leno, Assistant General Agent 


BANKERS§JLIFE INSURANCE 
COMPANY OF NEBRASKA 


MAdison 6-4433 


609 South Grand Ave. Los Angeles 17 
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es, 
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ngeles 14 








HAROLD D. LESLIE, C. L. U. 


General Agent 


NORTH WESTERN NATIONAL LIFE 
INSURANCE COMPANY 


Robert C. Hess, C.L.U., Agency Supervisor 
Gantt Baggot, Brokerage Manager 
TRinity 4767 


510 West Sixth St. Los Angeles 14 


GEORGE A. LANDIS 
State Manager 
THE FRANKLIN LIFE INSURANCE 
COMPANY 
Springfield,. Illinois 
TRinity 6881 


530 West 6th Street Los Angeles 14 














Richard M. Grosten Agency 
General Agents 
Irving Orland, Brokerage Mgr. 
THE MANHATTAN LIFE INSURANCE 
COMPANY OF NEW YORK 


Michigan 8228 


215 West oth St. Los Angeles 13 


ARTHUR LEWIS 


Director of Western Agencies 
CENTRAL STANDARD LIFE 
INSURANCE 
CRestview 4-1744 


9538 Brighton Way Beverly Hills 








WALTER G. GASTIL 
Manager Southern California 
CONNECTICUT GENERAL LIFE 
INSURANCE COMPANY 
Hartford, Conn. 


Richard A. Balue, Assistant Mgr. 
Don Withrow, Brokerage Mgr. 
Byron D. Williams, Group Mer. 


601 So. Kingsley Drive Los Angeles 5 








JOHN A. BARRY 
Manager 
CANADA LIFE ASSURANCE 
COMPANY 
MAdison 6-4306 
**Brokerage Exclusively” 
1138 Wilshire Blvd. 


Los Angeles 17 








HOWARD E. NEVONEN 


General Agent 
WASHINGTON NATIONAL 
INSURANCE COMPANY 
MAdison 6-677 


1105 Wilshire Blvd. Los Angeles 17 














zeles 36 


BRUCE R. GILBERT 
and Associates 
Bruce R. Gilbert, General Agent 
PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


ARizona 9-3700 §BRadshaw 2-1250 
1072 Gayley Ave. Los Angeles 24 





——— 


N. J. NELSON 


General Agent 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


YOrk 1144 


6336 Wilshire Blvd. Los Angeles 36 


RAY J. HAVERT, C. L. U. 


General Agent 


auvaljauce INSURANCE COMPANY 


Boston, Massachusetts 
CARLOS F. SCHUSTER, Brokerage Manager 
TRinity 3421 


510 West 6th St. Los Angeles 14 
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Soca 


T. G. Murrell W. L. Murrell 
MURRELL BROTHERS 
General Agents 
MUTUAL BENEFIT LIFE INS. CO. 


DUnkirk 8-2121 


600 South Harvard Los Angeles 5 








Union Mutual Life Insurance Co. 


SWETT & CRAWFORD, Pacific Coast Managers 
CYRUS G. SHEPARD, Manager 
Life, Accident & Sickness Department 


Carl Hensenflow, Asst. Mgr. 
John D. Curtin, Group Mgr. 


DUnkirk 1-3211 


3450 Wilshire Blvd. Los Angeles 5 








EDWARD B. BATES 


General A gent 
CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 
William H. Siegmund Robert H. Goldsmith 
Assistant General Agents 
Eugene E. McConahy, Brokerage Supervisor 
VAndike 6151 


Suite 701, 609 So. Grand Ave. Los Angeles 17 
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Increasing A. & H. 
Regions Is Urged 


(CONTINUED FROM PAGE 27) 





should be placed immediately in the 
hands of each local chairman, a further 
guide for setting up speaking programs, 
clinics and seminars should be made 
available to local committees for use 
next year. 

@ Every association with 100 or 
more members should plan to run a 
disability insurance sales course school, 
preferably in cooperation with local 
International Assn. of A. & H. Under- 
writers chapters. 

@ The subcommittees set up should 
continue and problems arising in the 
areas of each should be assigned for 
study and recommendations. 

There are now 43 state committees 
and 207 local committees. While this 
is short of the goal, the committee has 
learned that N.A.L.U. members are 
enthusiastic about state and local dis- 
ability committees and the work they 
are doing. Completion of the field 
organization should be more or less 
routine, according to the report. 

Through the year a number of con- 
ferences were held with officers of the 
International Assn. of A. & H. Under- 
writers. The report pays a tribute to 
the fine cooperation of that associa- 
tion’s leaders, of James R. Williams 
of the H. & A. Underwriters Confer- 
ence, and of Edward H. O'Connor of 
the Insurance Economics Society. 

The report also expresses apprecia- 
tion for 1,000 copies of the Survey of 
A. & H. Coverage put out by L.I.A.M.A. 

The committee has given some con- 
sideration to the question of broadening 
its scope to include group disabil- 
ity coverages. 

“We believe that to assume such an 

















































General Agent 


Over 50 Years of Service 


PEnnsylvania 6-1922 


HAROLD S. SCHLESINGER, C.L.U. 


COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 


33 WEST 42 STREET NEW YORK 36, N.Y. 








WILLIAM A. ARNOLD, 


General Agent 





BOSTON, MASSACHUSETTS 


161 William St., New York 38, N. Y. 


MUTUALJZLIFE INSURANCE COMPANY 
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additional responsibility at this time ‘ 3 jisabill 
would be unwise,” the report stated. Huebner Talks on , College who h 
“We have concerned outselves primar- Le decal sana te eles tion di 
; : oe a oe a 
mt om —— wore ‘this field fulness and nobility of life insurance as should be crystal clear that a life und po 
ne pamela different from those 2% institution and its secure place in writer must master the knowledge ble i 
snags dee rsonal and OUt American economy, and therefore subject matter involved in the CI)‘ sural 
—- decabili i Rt well 4 much greater respect for and a finer program to enable him to be compere, casaal 
. pe i in hnaks Mable at vision of life underwriting as a full- to ascertain and to understand all tb iq the 
a time when chase is cel de ee life career. They have acquired a circumstances surrounding the lien, repat 
rather than less effort toward promot- greatly increased confidence of mind Without such knowledge the prof, Pat 
ing these coverages.” because of the service-strength that sional charge would be meaningless. also be 
, amare pa disability insurance flows from knowledge. They are These benefits help to make the ligh thirty 
sales courses conducted at Rockford, ‘oroushly conscious of the necessity underwriter satisfied and happy in hj were | 
IIL, Indianapolis, and Washington, D c. for continued study throughout the work and conscious of living a wort sudie 
the report states that other DISC. working life to meet new and ever- while life instead of merely Working genera 
schools are planned for this fall and changing insurance problems. They for a living. Furthermore, the lik} such 
winter “and it is hoped at least one will think of their calling as a profes- underwriter’s career becomes better }y should 
will be conducted in each state during sion, and will feel obligated to observe way of persistency and financial retun has be 
the coming year. Experience shows their solemn agreement with the col- Of the total number of individua} yo 
members will travel a consideseble dis- ‘68% Samely, “I shail in the light of all (4,786 ) _who completed the CLUJ} jumel 
tance to ateend these sessions” the circumstances surrounding my client, €xaminations in the quarter centuy} yitho 
Certificates of proficiency have been Which I shall make every conscientious between 1927 and 1952, a compe} of ve 
designed and printed by N.ALU. for effort to ascertain and to understand, hensive survey showed that 88.3% wer guidat 
presentation to all N ALU. members ve him that service which, had I been still active in life insurance. Only 64%] ‘areer 
who complete the disability insurance 19 the same circumstances, I would have of the total number left the life insy. manas 
sales course. Joint credit is given the applied to myself.” To the C.LU. it ance industry during this period, excep} of gu 
International association and N.A.L.U. CLU 
in connection with these awards given { 

N.A.L.U. members. Members of the 7 
International association who take the odai 
course separately or in cooperation with Three members caees 
a local life underwriters association of the N.ALU, Beery 

receive their awards from the I.A.A.H.U. board relax fol- 

lowing the Satur- ae 
Sun, Canada, Color Bearers ll © = 
Sun Life of Canada home office +a bes 1920 
colors are carried by Seth C. H. Taylor, een a Le 
superintendent of agencies eastern U.S. M i ri . oe from 
division, and Malcolm D. Loucks, asso- Gneene ‘tata: 1 ae 
ciate superintendent of agencies west- cieoniiiniian a my Morr 
ern U.S. division. nest Aden, id colle 
ila f 
C. C. Robinson on Hand oe a si 
Columbian National’s home office . pane 
was represented by Charles C. Robin- . the § 
son, vice-president and manager of exten 
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W. L. PERRIN & SON, INC. IRVING S. BOBER, C.L.U. - 
General Agents and Underuriters General Agent univ 

: ee 16 Court St., Brooklyn 1, N. Y. TRiangle 5-965! 
Penvie Eeiting Long Island Branch 
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"A Friendly Office” 250 Fulton Ave., Hempstead, N.Y. HE 1-3000 i 
——|_ Tea 
il DAVID T. HERSCH THE JAMES G. RANN rs 
General Agent ORGANIZATION subj 
ee ee MANHATT peytnats ANCE on 
al ™ N f ' Al aly 

INSURANCE COMPANY 4 ) fay prof 
COMPANY sie 
WO 4-2367 15 East 40th Street New York 16, N. Y. 521 FIFTH AVE. NEW YORK 17.N.¥ || yay 
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og reasons Of death, advanced age or 


Higbility. Seventy-four percent of all 
a have received the C.L.U. designa- 
‘jon during this 25 years are still with 
theif original companies. Moreover, the 
shows that the median net tax- 
ible income among CLU.’s for life 
insurance only is reported at $9,500 
innvally, and 82% reported an increase 
in theif income during the period of 
preparation for the C.L.U. examinations. 
Managers and general agents have 
aso benefited from the C.L.U. program. 
© make the litf qhiry-two percent of all C.L.U.’s who 
d happy in hi were agents at the start of their C.L.U. 
living a wort gudies, subsequently became managers, 
nerely worki general agents or company executives. 
more, the lit? such CLU. managers and executives 
omes better b} should be convinced that anyone who 
‘imancial rem} 44s become a manager of others owes 
of individu wo great obligations to his calling, 
ed the CLy namely, (1) increased production, but 
uarter centuy} without worshipping solely at the shrine 
52, a compre} of volume, and (2) the intelligent 
at 88.3% wer guidance of subordinates along proper 
ice. Only 64%] creer-building lines. Hence CLU. 
: the life insur. managers should assume the obligation 
} Period, excep: | of guiding their subordinates into the 
>| CLU. program. 


Cooperation of Colleges 
2. University cooperation in the 
raining of men and women for the 











hat a life 
e knowledge F 
1 in the CL 
to be compers. 
derstand all 4, 
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meaningless 


“4 a career of professional life underwriter. 
relax fol. | Every profession aims to get itself 

- the Satur. | properly represented in the nation’s 
corning ses | Collegiate educational system, and insur- 
A. Jack | ace is about the latest newcomer. From 
um, Massa. | 1920 to 1935 the number of university 
s Mutual, | insurance courses of all kinds increased 
vaukee; | ftom 62 to 226. By 1947-48 (last pub- 
e Bethea, | lished survey by David McCahan and 
er; and Al. | Morris Hamburg) 250 universities and 
dams, John | colleges were offering a total of 853 
insurance courses with a total enroll- 


k, Phila. 
i ment in 708 of these courses of 41,009 
sudents. Two hundred forty-two of 
the 853 courses were for evening and 
extension schools only, a large number 
of whose students were employed in the 
insurance industry. Nearly 16,000 of 
the grand total of 41,000 students were 
enrolled in advanced life, property and 
casualty courses, and and a great pro- 
rortion were contemplating entering 
the insurance industry. 

Other results of university coopera- 
tion are notable. One hundred thirty-six 
NE colleges and universities have indicated 
their willingness to give all or a sub- 
sential part of the necessary instruction 
wD for CL.U. students. Universitv support 
Y ic indicated hv 100 C.L.U. studv groups 
actually conducted in colleges and uni- 
versities or under their sponsorship in 
1952-53. About two-thirds of all en- 
tolled candidates in the 1952 CLU. 
groups were enrolled in classes con- 
ducted by universities or colleges or 
under their sponsorship. About 150 
universities and colleges throughout the 
nation offer their facilities for the con- 
duct of C.L.U. examinations. 


28 Already Placed 

Officers of the American College 
were among the principal founders of 
the American Assn. of University 
Teachers of Insurance in 1933. This 
‘reanization is very influential with 
reference to the teaching of insurance 
Subjects on the collegiate level, and has 











= standing committees on collegiate 

\ NCE Preparation for insurance careers and 
Professional standards in life, property 

—e and casualty insurance. There has al- 


ways been the closest cooperation be- 





XUM 


tween this association and the American 
College. 

There has also always been the closest 
cooperation between the American Col- 
lege and the S. S. Huebner Foundation 
for Insurance Education, which was 
created by life insurance companies to 
overcome the great dearth of well 
trained university teachers of insurance, 
and to promote research within the 
field of insurance. The foundation is 
financed by over 100 life insurance 
companies, but it is understood that 
the teachers must be prepared, on the 
post-graduate collegiate level, for the 
teaching of the three divisions of insur- 
ance—life, property, and casualty. At 
present about 16 to 18 carefully selected 
post-graduate students, from all sections 
of the country, are awarded scholar- 
ships and fellowships each year to 
specialize in insurance for the Ph.D 
degree and for a collegiate teaching 
career in insurance. 


Work in Universities 

Twenty-eight teachers have already 
been placed in that many different uni- 
versities and colleges. We need only 
contemplate the significance of so many 
well trained teachers, each becoming a 
center of influence in his community, 
and, through his students, a center of 
influence nationally. It is also note- 
worthy, as an influence of the American 
College, that the foundation was 
officially created and publicly launched 
at the conferment exercises of the 
American College held in Philadelphia 
in 1940. 

The American College does not claim 
sole credit for the rapid progress of 
insurance education since the beginning 
of the thirties. But it is certain that the 
college has been the principal aid to 
life insurance and life underwriting by 
way of securing the services of uni- 
versities and colleges, in preparing men 
and women for life insurance careers. 
Furthermore, universities and colleges, 
all through the American College’s his- 
tory, have to a very great degree and in 
large numbers turned to the American 
College for advice and practical help 
to shane their insurance program. 

Helped Form Teacher’s Assn. 

3. Cooperation with universities 
and colleges in general life imsurance 
education for the lay student. This is 
one of the declared objectives of the 
American College. Two hundred and 
thirty-seven of the 853 courses previous- 
ly referred to were general survey 
courses intended primarily for lay 
students who do not intend to specialize 
in the industry, and with an enrollment 
of 18,498 students. This is as it should 
be, the subject of life insurance being 
basically as important in a business 
school’s curriculum as any of the other 
accepted subjects. Just contemplate 
some 20,000 students returning to their 
homes each year having had a sound 
general survey course in insurance, to 
become family heads, leaders in busi- 
ness, in the pulpit, in the school system, 
the press. social work, and the legislative 
halls, and (very important indeed) as 
friends of sound insurance. Again sole 
credit may not be claimed, but many 
institutions of learning have, through- 
out the history of the American Col- 
lege, sought its advice and practical 
help for this type of survey course. 

4. Important contributions to life 
insurance literature. One of the out- 
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standing objectives of the American 
College is “the promotion of research 
and the preparation and publication of 
textbooks and other material deemed 
essential to the fullest realization of the 
college’s program of study in all the 
fields of knowledge with which a life 
underwriter should be acquainted.” 
Scores of brochures and other publica- 
tions, upon the collegiate level, have 
been issued by the college during the 
past 15 years to improve teaching 
methods and to fill the gaps not covered 
by existing available literature. To this 
list may be added the numerous col- 
legiate publications of the S. S. Huebner 
Foundation and the high type Journal 
of the American Society of Chartered 
Life Underwriters. 

5. Cooperation with the American 
Institute for Property and Liability 
Underwriters. This institute and the 
American College have the same 
objectives, the same standards, similar 
procedures, and the same desire for 
cooperation with universities and col- 
leges. The American Institute does for 
property and casualty insurance what 
the American College does for life 
insurance. Incorporated in 1941, the 
American Institute has had a very rapid 
and successful growth. It is important 
to note that the American College, 
owing to its earlier start and growth, 
is admittedly regarded as a forerunner- 
influence in bringing about the crea- 
tion of the American Institute. Much 
of that influence can be documented 
as far back as 1930. 

6. Influence upon intermediate 
education. Well planned intermediate 
education percolates from the top 
down, i.e., from the collegiate level to 
lower levels, with such rapid develop- 
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ment of insurance education on the col- 
legiate level, it was to be expected that 
steps would soon be taken to develop 
insurance educational programs on the 
intermediate level. Three such plans 
deserve special mention in life insur- 
ance circles; (a) the numerous com- 
pany courses designed principally for 
the beginner. Such courses recognize 
more and more the essential difference 
between “education” and “training for 
the iob.” (b) The Life Underwriter 
Training Council’s (L.U.T.C.)  inter- 
mediate course, with an annual enroll- 
ment of thousands. What a feeder for 
the C.L.U. program this large annual 
enrollment could become. I can only 
hope for the closest coordination be- 
tween the C.L.U. and L.U.T.C. move- 
ments. It should be noted that a very 


large number of the officers and teach- 
ers in the L.U.T.C. program are C.L.U.’s. 
(c) The Institute of Life Insurance's 
program of a graduate workshop in 
family financial security education at 
various universities, designed to pre- 
pare high school principals and teach- 
ers to spread family security education 
to high school students. This summer 
the program was conducted at eight 
different universities and the attendance 
at each university was about 40 care- 
fully selected teachers from all sections 
of the country who were given an 
intensive course in life insurance, prop- 
erty and casualty insurance, social 
security, investments, banking, home 
ownership and budgeting, under the 
guidance of trained university teachers. 
let us hope that the number of co- 





operating universities will soon be ip. 
creased from eight to 16. 

Again the American College dog 
not claim too much credit for the 
attempts at intermediate education. Ye 
these attempts could not well pe 
launched until life insurance education 
at the collegiate level had reached 
adequate proportions. Because of the 
decided influence of the American Col. 
lege upon collegiate education in life 
insurance, one cannot help but feel that 
that influence also extended down to 
the intermediate programs. 

Taking an over-all view, the afore. 
mentioned educational services of the 
American College are benefiting all 
parties concerned. The advantages to 
the life underwriter and the manager, 
and through them to the company, have 
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outlined in detail. Universities and 
are turnished an opportunity to 
ice the nation. The buying public 

ig an efficient, professional serv- 
ice, comparable to that of doctors, 
ists, lawyers and accountants. The 
life insurance institution reaps the bless- 
ing of ptofessional dignity, the esteem 
of the public, the acquisition of a 
of manpower and a much 

wider and fuller spread of its unmatch- 
able mission to the millions who need 
life insurance. And the nation is the 


beneficiary of a greatly expanding 


let me remind you again that a 
of a century is a short time in 
the professionalizing of a calling so 
large in numbers and so far-flung in 
emitory as is life underwriting in the 
United States. Certain critics argue 
that we should have obtained by this 
time larger numbers in the C.L.U. 
ranks. My feeling is, however, that the 
ogress of the American College has 
pen much greater than I ever hoped, 
in 1927, could be realized in 26 years. 
We started practically from scratch. 
We had few books, few trained teach- 
ers, few cooperating universities, no 
essive basic life insurance philos- 
ophy, no helpful American Society of 
CLU.’s, only a limited number of 
sudy groups, and plenty of opposition 
from sincere individuals who believed 
the whole C.L.U. program wrong and 
merely a dream. It took a lot of spade 
work, a lot of selling—much of it on 
the road and face to face—for the first 
10 years and even longer, to overcome 
these handicaps. 
Ground Prepared 
Now the spade work is about com- 
pleted. As I said recently, “We can 
march forward with regiments instead 
of limited squads.” During the next 25 
years, textbooks, doctors’ dissertations, 
and research brochures for teachers and 
life underwriters, and through them for 
the public, will increase enormously, 
and this available literature will be re- 
flected, in turn, in the widely used texts 
on economics, finance, investments and 
business management. Every university 
and college of note will have life insur- 
ace in its curriculum for the lay 
student. Nearly all of the Associated 
Schools of Business will be offering life 
imsurance career courses, and all will 
have a survey course for the lay student, 
most of them on a required basis. Every 


collegiate institution of learning will 
be aple to obtain well trained teachers 
ot insurance, and nearly every teacher 
will think, rightly or wrongly, it is his 
duty to write a textbook on lite insur- 
ance or some kind of insurance. Lite 
insurance will have a place in the senior 
year in nearly all the leading high 
schools ot the nation. The L.U.1.C and 
C.L.U. programs will be thoroughly 
correlated tor the purpose of promoting 
thousands of candidates from the inter- 
mediate to the collegiate level ot career 
preparation. Protessional standards ot 
a high order tor tield representatives 
will be accepted almost as generally 
tor all types ot insurance, both within 
and outside the industry, as they are in 
medicine, law, teaching and accounting. 


Other Prophecies 

The public will receive through the 
educational system of the country and 
through life underwriters, on a greatly 
enlarged scale, a better understanding 
of lite insurance as an outstanding bene- 
tit in many ways to the premium payer 
or the annuitant; of the importance of 
the human life value as contrasted with 
the property value for family and busi- 
ness purposes; of the outstanding value 
of the concept of the family as a busi- 
ness to be as efficiently organized, man- 
aged and liquidated as is any other busi- 
ness; of the unmatchable service of life 
insurance in the wealth producing and 
wealth maintaining fields of thritt and 
sound investment, protection of the 
non-life insurance estate against loss 
occasioned by the death of the owner, 
and the scientific liquidation services of 
annuities; of the outstanding benefits 
of life insurance in the realm of bequest 
giving for all social eleemosynary pur- 
poses; and of the extraordinary impor- 
tance of life conservation through pre- 
vention of loss efforts (in which life 
insurance companies and the medical 
profession should be vitally interested ) 
just as is done in fire, marine, and 
casualty insurance. 

Because of all these rapidly growing 
educational channels, the public, by and 
large, will be indoctrinated with the 
above-mentioned concepts. In other 
words, these concepts will become the 
common knowledge of the many, rather 
than the few, as at present. And what 
a rich national harvest will be the result. 
But that is not all. During the next 25 
years, the trend having acquired a real 
momentum, the number of C.L.U.’s will 
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increase five- to six-fold and the num- 
ber who are definitely on the way, hav- 
ing completed some of the examina- 
tions, will likewise be five- to six-fold 
larger than today. This will mean a 
working and motivating American 
Society of C.L.U.’s, also five- to six-fold 
larger in membership. And the en- 
enlarged American College and Ameri- 
can Society will cooperate with univer- 
sities enlarged insurance-wise, with the 
Foundation for Insurance Education, 
with the American Assn. of University 
Teachers of Insurance, with the L.U.T.C. 
program, and with every other organi- 
zation promoting life insurance growth 
and quality. Conversely, all of these 
organizations, I am sure, will cooper- 
ate with the American College and the 
American Society. 

Together, all the aforementioned 
forces will, as a composite force, greatly 
augment the use of life insurance by 
the American people, and life insurance 
as we all know is a tremendous wealth 
producer and conserver. At present out- 
standing private life insurance per 
American family averages only about 


=—= 
one year’s income per family. 
about three cents of the income 
is devoted to life insurance jn th 
United States. We have not even 
pace life insurance-wise with the inf), 
tion that has been our plague. Not ey 
one-seventh of the dollar value of 
human life, as it relates to family de. 
pendents, and business associates, 
covered by life insurance today. We 
have done little more than scratch the 
surface of the needed life insurance 
market. 


All this seems rather odd in a coun 
like ours. But there will be a decided 
change for the reasons given. I fe¢| 
confident that the expanding harvey 


25 years hence will be so large that we | ? 


will speak of a trillion dollars of oy. 
standing private life insurance. This 
will be the case unless we are so incred. 
ibly foolish as to tip over our system 
of private enterprise and personal jp. 
itiative. “Phophecy,” you say! Well, yes 
in a way. But I feel confident that 25 
years hence there will be some who 
say, “he was substantially right.” 
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give easy, quick answers to problems 
of life insurance and life underwriting. 
Contrariwise, it has been designed to 
help underwriters develop their own 
solutions to problems, in short, to make 
them analyze, synthesize, experiment, 
verify and otherwise develop and 
employ their own mental processes in 
meeting effectively and _ intelligently 
the situations of their prospects and 
policyholders. 

If I were asked to epitomize the 
prime objective of the C.L.U. program, 
I would say it is “man building”. This 
man building function has two impor- 
tant aspects. One is education for 
improving the mind, the other is 
training and the application of knowl- 
edge. The life underwriter, as is the 
case with members of other profes- 
sions, is rendering a personal guidance 
function. He is helping other people 
to solve those problems which are 
beyond their own knowledge and skill. 

To do this effectively, he must have 
a broad and certain grasp of a wide 
range of such areas of subject matter 
as may have a definite relationship to 
his facility in comprehending the prob- 
lem of his client or in formulating a 
sound solution thereto. And then he 
must be able to assemble the facts; 
study them carefully; prepare and test 
his solutions; and present that solu- 
tion persuasively. The subjects covered 
in the C.L.U. program, the types of 
textbooks used, the study supplement, 
brochures, teacher’s manuals, and other 
material have all been designed with 
these aims in mind. Moreover, as we 
live in a changing world, they are con- 
stantly under review by many people 
and are periodically revised. 

Parenthetically, I might add that this 
concept of the C.L.U. program has not 
always been fully understood. There 
have been some persons, quite under- 
standably, who have felt that the course 
is too time-consuming and that there 
are certain portions of it which do not 
lend itself readily to getting production 
or at least to getting it quickly. They 


—— ——aas «Are quite correct as to the time element 


but have failed to grasp the true mean- 
ing so far as the individual is concerned, 

The value to the individual of acquir- 
ing his own understanding and seeking 
for new truths is well exemplified in 
the statement from Albert Schweitzer, 
the eminent missionary, philosopher, 
doctor and musician. In his book, “Out 
Of My Life and Thought”, he says, 
“Just as a tree bears year after year 
the same fruit and yet fruit which is 
each year new, so must all permanently 
valuable ideas be continually born again 
in thought. But our age is bent on try- 
ing to make the barren tree of skepti- 
cism fruitful by tying fruits of truth 
on its branches. 


Personal Thinking First 

“It is only by confidence in our abil- 
ity to reach truth by our own individual 
thinking, that we are capable or accept- 
ing truth from outside. Unfettered 
thought, provided it be deep, never 
degenerates into subjectivity. With its 
own ideas it stirs those within itself 
which enjoy any traditional credit for 
being true, and exerts itself to be able 
to possess them as knowledge.” 

In the early days of the C.L.U. move- 
ment particularly, there were many pfo- 
posals for the college to “tie fruits of 
truth” on the branches of those who 
sought the designation. Had that been 
done, the number of C.L.U.’s would 
have increased sensationally and could 
conceivably have been today far if 
excess of the 5,177 persons who have 
completed the work for the design 
tion. However, if that had been done, 
the college could never have poi 
with pride to the high proportion 
the C.L.U.’s who are still in life insut 
ance work, : 

“By their fruits ye shall know them 
says the Good Book, and those fruits 
are coming from live branches and 
sturdy trunks whose roots are groun 
in knowledge, truth and understanding. 
Since those fruits have grown, rather 
than being tied, to the branches, the 
continue to improve in quality and t 
multiply in quantity. 
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Tells Benefits of Agency Morale 


(CONTINUED FROM PAGE 10 





— 
gength to carry him through a period 
of physical activity and most important, 
ye must have hardened himself to stand 
he shocks which will come his way 
juring the course of a strenuous athletic 
event. on 

Ours is a different problem—we know 
hat as life underwriters we will be 
xked to expend, upon occasion, a very 
yusual amount of mental energy over 
m extended period of time and prob- 
ably will be subjected to many cruel and 
yutal “mental bruises” during the 
rocess. Therefore, our first problem is 
9 condition the agent’s mind so that it 
ys the endurance and the strength to 
cope with the inevitable bumps which 
will stagger him. 

2, Some measure of success every 
iy. Since most underwriters do not 
complete an application every day— 
me not more frequently than once a 
week on the average—it is necessary to 
we that daily efforts are planned in 
ch a way that there will be some 
neasutable progress or some degree of 
wecess every day. It is impossible to 
wercome the sense of frustration if day 
ter day we have a sense of no accom- 
dishment. Perhaps it may be adding 
three names to our prospect list, or bet- 
er still, having an interview with at 
last one Mew prospect per day, but in 
ay event, establishing in your plans 
ome definitely attainable goal which 
vill create a sense of accomplishment 
or every day as well as the days an 
pplication is completed. 

3. Prestige. Wisely or unwisely, the 
pusiness of life underwriting has be- 
come pretty much a prestige business. 
Agencies, companies and individuals 
ave all combined their efforts to build 
westige for the individual agent and 
what is more important, the public re- 
ats to the prestige which we build and 
maintain. Since there is a sharp differ- 
ence in the result of individual under- 
witers, production-wise, it becomes 
necessary that different kinds of pres- 


tige be built for different men. Doubt- 
less, the best solution for building 
prestige is a quality job of underwriting 
for each and every client so that even 
the smaller producer can point with 
great pride to clients who will testity 
to the superior quality of his work. If 
I, as an agent, am honestly convinced 
that every man for whom I have done 
work, is willing to publicly endorse my 
efforts, my prestige is sound and I will 
successfully survive the implied  su- 
periority of men who produce a greater 
Wolume or who write more lives. It is 
jour jobs as agency heads to seek out 
these superior points in each agent’s 
Wvork so that we may build his prestige 
hround those points. It is ridiculous to 
talk about morale to a man who has 
in inferiority complex relative to his 
own ability or the work he does. 

4. Capitalize your best asset. Now- 
days. we are confronted with so many 
Bales ideas. so many sales procedures, 
kind so much useful information that we 
frequently become completely confused 
hs to what information is necessary and 
tvhat to do with it after we acquire it. 
Tt is well to remember that Babe Ruth 
Fvas a better than average pitcher but 
ixood management quickly forgot his 
itching skill when his batting prowess 
hvas discovered and no time was wasted 
Attempting to make a pitcher out of 
him—and good pitchers were and are 
scarce. The moral is that the life under- 
hwriter who attempt to be wisest man in 
his community usually becomes a walk- 
ing encyclopedia to whom other agents 
yo for ideas and then make thousands 
nf dollars out of the ideas while the 





uman encyclopedia is soaking up more 
nowledge. Again, we can remember 
hat a baseball bat is a fairly simple tool 
ut, that men who know how to use it 
erv skillfully are able to make thou- 
ands of dollars. Nearly every under- 
riter has some particular skill which 
an be hichlv developed, thus giving 
im a sense of suveriority which will 











Wisconsin contingent shown at a national council session, seated, from left: 
August Appel, Mutual Service Life, Appleton, president of the Fox River Valley 
‘sociation; Will H. Froehlich, Occidental of California, president of the Milwaukee 
po ana E C. Schroeder, Appleton, W.A.L.U. president, and W. L. Momsen, 

western Mutual Life, Milwaukee, state association vice-president. Standing is 
seph P. Betker, Old Line Life, Madison. 
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7 NEW PRACTICAL 
WORKING AIDS 


designed to help the insurance 
underwriter service current 
business and develop profitable 
new sources. 








UNDERSTANDING 
FEDERAL INCOME, 


Estate and Gift Taxes 


By George Byron Gordon and: 
James C. Wriggins 


The Director of Advanced Un- 
derwriter Services and the 
Administrator of Employee 
Benefit Plans of the Mutual 
Benefit Life Insurance Com- 
pany of Newark, New Jersey, 
collaborated with the American 
College of Life Underwriters in 
preparing this comprehensive 
manual. It is the suggested text 
for use in C. L. U. Courses, 
emphasizes the tax application 
to insurance and annuity. In 
addition it is an invaluable 
manua! for the insurance man 
who must understand the im- 
pact of these taxes to better 
serve his clients. $7.50 


YOU, YOUR HEIRS 
AND YOUR ESTATE 


By George Byron Gordon 

Shows how every individual 
can develop a sound plan to 
build his estate, create security 
for his family and heirs. He 
explains how taxes can be 
minimized, the comparative 
advantages of gifts versus in- 
heritance, handling property 
and investments to build up 
as well as distribute an estate. 
In this valuable manual the 
underwriter will find many 
practical suggestions for mak- 
ing a limited estate go further 
through a planned program of 
insurance and annuities. $7.50 


Executive Pay Plans 
By W. J. Casey and J. K. Lasser 


Second in large edition of a 
widely successful work detail- 
ing new techniques developed 
by major companies to reward 
executives through insurance 
and annuity plans—stock op- 
tions— deferred pay and pen- 
sion arrangements — family 
maintenance and other execu- 
tive benefits. How executives 
ean be aided to build capital 
and an estate, provide family 
security—while receiving in- 
centives to stay and perform 
on the job—is shown in a de- 
tailed summary of workable 
and economical plan. — $12.50 


PAY CONTRACTS 
WITH KEY MEN 


188 Company Pay Plans, 
Agreements, Clauses 


W. J. Casey and V. H. Rothschild 


For the first time brings to- 
gether actual copies of new 
plans, contracts and clauses 
used to attract, stimulate and 
reward executive talent by 
large and small companies in 


different industries. $12.50 
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Please send me the Manual(s) 
checked for free examination. I 
understand that I can return the 
Manual(s) within 10 days without 
obligation, or remit payment, plus 
shipping charges, for any I wish to 
keep. 
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TAX SHELTER” = 
FOR THE FAMILY ? 


By W. J. Casey and J. K. Lasser 


Shows how to minimize income 
tax impact on the family, 
RE - - 
maximize available” cash by 
family partnerships, family 
corporations, trusts, gifts, 
foundations, insurance and 
annuity. $12.50 


TAX SHELTER 
IN BUSINESS 


By W. J. Casey and J. K. Lasser 


The professional advisor will 
find TAX SHELTER IN BUSI- 
NESS a gold mine of informa- 
tion. Here you'll find all the 
necessary information to prope 
erly advise clients on how to 
buy and sell businesses today 
to the best advantage tax-wise. 
The insurance executive will 
find the chapter on “‘Business 
Use of Insurance” alone well 
worth the cost of the Study. 

$12.50 


TAX SHELTERED 
INVESTMENTS 


By W. J. Casey and J. K. Lasser 


A comprehensive guide to the 
investment of individual and 
corporate funds to get the best 
vield: net of taxes in 15 major 
fields, from oil to government 
bonds. Analyzes investments 
with tax appeal—stocks show- 
ing tax free dividends—opera- 
tions in tax exempt bonds — 
special forms of investment 
like oil, cattle, citrus groves, 





timber—the special tax posi- 
tion of investments in real 
estate, insurance, annuities. 

$12.50 


MAIL COUPON TODAY 


for 10 Days Free Exam- 
ination of Any of Above 
Manuals—No Obligation 


Business Reports, Inc. 


Roslyn, N. Y. 
VvVvVvVvVvVv 
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SAVE SHIPPING CHARGES. 


Check here if you enclose payment 
now. Same refund privileges. 
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the great stabilizer 















The gyroscope 

gives balance to motion. 
Tradition, product and management 
give balance to a 
life insurance company. 
Fidelity is 
a well-balanced company. 
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= be an unusually fine contributing factor 


to maintaining his morale. 

5. Action. Where there is no action 
—there is no power. Four tiny blocks 
of steel placed directly in front of the 
drivers of a great locomotive will pre- 
vent it from starting if it is standing 
still. We well know that a wall of stone 
and concrete will not stop the same 
locomotive if it is going a hundred 
miles an hour. We will see this demon- 
trated every day in life underwriting. 
The man whose mind is constructively 
active, and who is constantly gaining 
momentum by reason of his activity 
will plough through the toughest objec- 
tions with little or no trouble. The mind 
which is inactive or standing still will 
be stopped by the slightest objection or 
worse still, will never get to the point 
where the objection is raised. That 
tvpe of mind usually creates its own 
ohiections and fails to see the prospect. 
Tt is well for the agency manager to re- 
member that you cannot guide an auto- 
mobile which is not in motion—you 
only wear vourself out pulling on the 
cteerine wheel and nothing of impor- 
tance happens. Only agents who are in 
ection can be successfully directed. 

Need for Satisfaction 

6 Selling skill. 1 do not believe that 
either love of family or hunger will 
make a man continue to have inter- 
views, day in and day out—week after 
week, if he feels that he has done a poor 
‘nh and is thus embarrassed after each 
‘nrerview. Contrarily. the man who is 
convinced he is a skillful interviewer 
and that whether the prospect buvs or 
rot he will have demonstrated his sell- 
ine ckill can hardly wait to get started 
an his first interview each morning. He 
sets 9 tremendous satisfaction in know- 
ino he has done some job particularly 
Hence. we must make sure that 
eur acents are skillful enough in an 
interview that thev will have a sense of 
celfcaticfaction which will contribute 
to rather than detract from. their gen- 
cert morale. ti 

7. An abbreciation of effort. A big 


well] 


for his effort. There is no question jg 
his mind that the effort he made jy 
fully appreciated. Unfortunately, the 
good underwriter who devotes hou, 
of preparation to a Case, only to hay 
the case fail, through no fault of his, 
is apt to have his efforts go @. 
tirely unnoticed. 


Job of Agency Head 

The agency head can help treme. 
dously if he will be constantly on the 
look-out to make sure that the unusyl 
efforts his men put forth are 
appreciated, and equally so whethe 
they happen to fail or succeed in , 
given instance. Obviously, success js 
its own reward but we must be aler 
to applaud the big effort which did nor 
turn out successfully. 

Perhaps many managers have felt 
that their duties are too arduous and 
their responsibilities too great to spend 
a great deal of time on the problem 
of maintaining good agency morale 
However, we believe it can be truly 
said that if good morale exists, many 
of the ordinary problems which trouble 
us will disappear and the one thing of 
which we can be certain is that our 
work will surely be more pleasant 
and more profitable when we are work- 
ing in an environment where good 
morale does prevail. There is one 
inescapable fact — the same soil, the 
same sun and the same rain produces 
an unsightly mess of weeds on one 
plot of ground and a beautiful garden 
next to the weeds. The difference is 
not in the sun. the soil and the rain 
— the difference is in the planting, 
the understanding and the meticulous 
core which goes into the production 
of the beautiful garden. The same 
wnderstanding and devotion to the 
factors going into good morale will 
produce an equally satisfying result in 
our agencies. 





Carl Peterson in Duai Role 


Besides appearing as a member of 
the A. & H. panel during the N.ALU. 


leaone catcher who makes the supremeg meeting, Carl Peterson, assistant to the 
effort ta catch a foul ball and in soffpresident of North American Life & 
doing falls over into the box seatsf{Casualtv. also represents that company’s 
vers a tremendous round of annlausellbome office. ; 











Chatting in the Statler lobby: Eugene P. Walsh, editor of the Americas 
Society of C.L.U. Query; Charles H. Biesel, Union Mutual Life, San Francisco, newly 
elected western district director of the American Society; William Coogan, executvé 
secretary of the Massachusetts and Boston associations; and Roy Simon, Pend 
Mutual, president of the Chicago association. 
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et of southern leaders at the N.A.L.U. meeting: T. Fred Edmunds, Equit- 


able Society, Mobile, president of the Alabama association; Ralph L. Driver, Pilot 
Life, Goldsboro, N. C., national committeeman from the North Carolina association; 
c. K. Anders, Pilot Life, Wilmington, secretary-treasurer of the North Carolina 


sociation; and * 
managers association. 


Tom L. Mitchell, Mutual Life, president of the Birmingham 








Shanks Addresses Managers 


(CONTINUED FROM PAGE 14) 








umer; our personnel programs must be 
designed to deal with people who are 
consumers as‘ well as employes; our re- 
arch must find out more about the 
consumer—each aspect of our opera- 
tions must concern itself with the 
important fact that American business 
exists to serve the consumer. In other 
words, all of business management must 
join the sales management team. 


Employing Saving 

A second economic responsibility of 
business management is the problem of 
full utilization of the savings of the 
American consumer. If business man- 
agement meets the selling problem, the 
consumer will devote a good portion 
of his income to the purchase of goods 
and services. He will thus enjoy a high 
standard of living and at the same time 
keep the economy functioning at full 
capacity. But the consumer will also 
wish to save a certain portion of his 
income. If he saves his money simply 
by hoarding it in a cookie jar or under 
the mattress; that is, if for some reason 
he fails to invest it in productive enter- 
ptise, he will have removed a certain 
portion of the money supply from the 
spending stream. The money becomes 
idle and sterile. The result of this 
type of saving will be to reduce business 
activity below the level possible if all 

the money supply were kept active. 
If, on the other hand, the consumer 
saves through a medium such as life 
insurance, the money he saves will not 
lie idle but will be returned to the 
spending stream through the invest- 
ments of the life insurance companies. 
It will be used to buy homes and build 
factories, to construct highways and 
erect schools, to see to it, in short, that 
our capital plant is maintained. This 
is of course the proper function of sav- 
ings—the enlargement of our produc- 
tive capacity. If savings are invested 
i this way, they contribute to the 
maintenance of prosperity just as effec- 
tively as do consumer purchases. They 
Up to capital expenditures by indus- 


ae Principal component of pros- 





I am sure you will agree that the 
sale of life insurance is an effective 
way for business management to meet 
both of the two great economic respon- 
sibilities which I have discussed. In- 
surance is both a purchase and a sav- 
ings. Through the purchase of protec- 
tion the American consumer is raising 
his standard of living and that of his 
family and is at the same time contribut- 
ing to the maintenance of a high level 
of business activity in the nation. 
Through his savings in life insurance, 
the American consumer is making sure 
that those savings will be productively 
employed in enlarging our capital plant. 

Life insurance companies throughout 
the United States are devoting much 
thought to new and _ productive 
channels for their policyholders’ sav- 
ings. The job of investment manage- 
ment is not simply to secure a profit- 
able return for the policyholders; we 
are also constantly on the alert for new 
ways in which the investment of life 
insurance funds can contribute to the 
development and prosperity of our 
country. 


Can Meet Challenge 


I believe that business management 
in the period ahead of us can meet 
the two economic challenges I have 
outlined. To do so, we must sell as 
we have never sold before. We in 
the life insurance field must educate 
the consumer to the fact that life in- 
surance is not a luxury, but a necessity. 
It is our good fortune that great prog- 
ress already has been made along that 
line. All parts of business manage- 
ment must become sales minded, and 
all our operations must be beamed 
to the consumer. In meeting these 
challenges — stimulation of sales and 
utilization of savings—we will have 
the satisfaction of knowing that we 
are not only working for ourselves and 
for our individual companies; we are 
also accepting the responsibilities which 
must be accepted by business manage- 
ment if our free enterprise system is 
to remain free and prosperous. 

These two challenges, or responsibili- 











We extend sincere congratulations . 
and appreciation to these members 
of our sales organization who have 
demonstrated their ability to meet the 
high standards of excellence estab- 
lished by the National Quality Award. 


Quality Award Winners 


John T. Bernert, 
C.L.U. 

James H. Brown, 
C.L.U. 

*Robert R. Burtner 

Hallie V. Busby 

Leroy D. Eiffler 

Harry F. Elder 

Francis M. 
Esmonde 

D. Paul Fansler 

Owen L. Followell 

*Earl F. Goodrich 

Marc F. Goodrich, 
C.L.U. 


*Indicates those who have qualified for five years or more 


Bankers Life 
~°* Of Nebraska 


INSESURAN 
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1953 


Lloyd W. Hummel 
Clifford Knowler 
Howard M. Koepke 
*Henry W. 
Krumwiede 
Joseph A. LaSala 
*Carl Lutz 
John A. McBain 
Dennis J. J. McGee 
Dale Moore 
*W. L. Mosgrove 
Pat Muldoon 
“Edgar P. Nispel 
*Gordon G. Norvell 
“Jay Overholser 


Earl E. Parminter 
Frank E. Roehl 
*John S. Spencer 
Hillar J. Smith 
*Russell E. Snygg 
Carlos E. Stebbins 
“Charles M. Stewart 
Glen M. Stewart 
Raymond L. Stover 
*Fortune A. Sullo 
Lindsey L. Vance 
Arthur M. Victor 
Glenn F. Waugh 
Albert A. Wistert 

















CONGRATULATIONS 
To The N.A.L.U. 


We of the Philadelphia Life look 


forward to another year of association 
with this outstanding group. 


i a) ry Lire 
INSURANCE COMPANY . puaperuia, pa. 


od 





Ps 




















42 


NATIONAL LIFE CONVENTION DAILY, AUGUST 27, 1953 








ties, should also be viewed from an- 
other aspect. What meaning do they 
have for you individually as leaders 
of men? 

It is the responsibility of all sales 
managers to make their individual 
salesmen successful not only in terms 
of income but in terms of citizenship] 
As we all know, the day of the peddler 
salesman is gone. It is the job of sales 
management to give salesmen the very 
best training in techniques and in the 
psychology of handling people. It is 
only in this way that the consumer 
can be led with the necessary adroit- 
ness to wanting the better things 
in life. 

This is as true of the insurance 
business as of any business. We hear 
a lot about it but I wonder if we are 
doing all we can to make sure that 
life sales management is doing it. 

The freedoms we have in this coun- 
try, of labor, of business, and of the 
consumer are nowhere better exempli- 
fied than in the sales field, and especi- 
ally in the life insurance sales field. In 
talking with people who supervise men 





doing other types of work, or even sales 
people in many other industries, you 
may have realized that you work to an 
extent under a handicap. In manufac- 
turing industries, in the retail business, 
almost anywhere else, the people respon- 
sible for training, development, and 
motivation are in almost constant con- 
tact with their employes. A production 
foreman can carry a department along 
in large part by the fact that he is 
always there. A floor manager is in 
touch with his clerks every day, and 
every hour if necessary. The foreman 
and the floor manager can provide 
help immediately, when and where it 
is needed. On top of that, the assem- 
bly line or the store customers in them- 
selves provide considerable impetus to 
keep at the job. 

What proportion of the time are you 
able to be in personal contact with 
your salesmen? How much opportunity 
do you have to observe, in time, when 
a man is weakening so you can step 
in quickly and give him a hand? How 
often do you have an opportunity to 
re-sell him on the values of insurance. 





HERE COME THE 


BLUE 
DEVILS 


~ 


Yes, ready and willing to help 
you earn those BIG Washington 
National Commission checks is that 
swashbuckling, hard-working organi- 
zation of BLUE DEVILS. 


A well-trained staff of 60 salaried 
Home Office Group specialists 
located throughout the country in 

























22 Group offices are available at 
all times for consultation and aid 
to our General Agencies in solicit- 
ing, selling, and servicing teacher 
and industrial group plans. 


If you have not already done 
so, why not write or call Kenneth 
Mullins, Vice President, and find 
out how the BLUE DEVILS can 
mean BIG COMMISSIONS to you. 


Attractive General Agency 
Territory Available 






































Washington Vatconal 


INSURANCE COMPANY 


EVANSTON, ILLINOIS 


LIFE °¢ ACCIDENT ° 
HOSPITAL-SURGICAL ° 


4a 
@ s 
ers 
—\ 
\ 
Oe } 
ra 
! 
4 
\ 
HEALTH ° GROUP 
POLIO e FRANCHISE 








to re-focus him on the goal, and to 
encourage him to make sound plans 
and follow through on them? Com- 
pared with managers or supervisors in 
other occupations your opportunities 
here are much less adequate. But that 
is the life insurance business. There 
is your challenge, your responsibility. 
The life insurance salesman has free- 
dom on his job, he is free to use your 
sales aids or not, as he sees fit. He 
controls that planning and effort which 
bring top-notch results. You know 
that if one tries to drive people today 
he is licked. You can, however, provide 
the kind of leadership that will make 
your men want to plan, to prospect, 
and to do a professional job. Because 
in the very nature of our business you 
see so little of your salesmen, your inter- 
view planning must be very good, and 


| Wann. 


Chicago, past president of N.A.L.U 
affairs committee. 

every minute available for contacts with 
them utilized to the fullest. 


Understanding First 

By leadership I do not mean methods 
of supervision, as various men will 
achieve great heights by using different 
methods. All of us realize that every 
man is an individual case. What in- 
spires one may have no effect whatever 
on someone else. Successful man- 
agers, and good supervisors of men 
everywhere, always take this into ac- 
count. If you are going to train a man, 
or change him, you must first make it 
your business to understand him. This 
applies to all management, not just 
sales management. 

A salesman has every right to expect 
a great many things of his manager. 
He can expect him to be technically 
competent in his job. He will look 
with confidence at such a man and 
pattern himself after him. 

He can expect his manager to offer 
guidance in his work and counsel in 
his problems. The manager who pre- 
fers not to become involved with the 
personal problems of his men is neglect- 
ing a responsibility as well as an 
opportunity. 

A salesman can expect inspiration 
from his manager. Selling is hard work, 
physically and psychologically, and a 
word of encouragement goes a long way. 

A salesman can expect his manager 
to keep morale high. Morale stems 
not so much from what the salesman 
thinks of his manager as from what he 
believes the manager thinks of him. 

Above all, a salesman can expect his 
manager to set the example in both 
personal and business relationships. The 
spirit and skill with which the man- 
ager performs his job will surely be 
reflected in the work of his men. That's 
why he owes it to his men to keep 
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’ Three serious gentlemen at the national council meetin 
Lincoln National, Washington, D.C., N.A.L.U. 
Prudential, Newark, N.A.L.U. treasurer; and Philip B. Hobbs, 


efforts of each man, and through his 





vice-president; 


goups—a 
gaotial gr 
which you 
matural CC 
minority 
Third, 

[Many suc 
ye doing 
nedical 
ging to 
ontacts 
Fourth, 
ifus has 


g: John D. Marsh, weanizati 
Osborne Bethea, |:04 silled 

; Equitable Society, |iives an 
and currently chairman of its national | 


m expan 
he ording 


insight he helps them set their goals| Tse : 


and attain them. The successful man- 


mav oth 


ager need not apply pressure from emploves: 
without; he builds pressure from within. natket? T 

The development of the increased a, for it 
understanding necessary to be better ily got 0 
managers and leaders is a real respon- |" back 
sibility and a real challenge. But it is |hat ma 
one we will meet if we are to be pre- ohurban 


pared for our opportunities ahead. 


fasa gi 


The contest between economic sys-| |r migt 
tems that has been raging in the world |.) cit dov 
for the last 35 years is going to be |mmral 
decided, ultimately, as it has in two Jin anc 
wars already, by the productive ability | eck the 
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Today the communist countries aft} Aten , 
trying to catch up to our productive] Whar m, 
capacity. They have many natural f€-}he, ver 
they have many MOP} if ronece 
people than we have in the WeSt€fO} he concp. 
bloc. They will improve. 
wiil have to improve more, tO PrOdUC} wrommin 
more and to do it faster. 


Stay Ahead in Peace 


The plant, the organization and the 
people we have for producing peace 
time goods are the basis for war pf0- 
duction, if and when we need it. % 
long as we stay ahead in peace, aM] Quer ¢ 
the communists know it, we are in le} renters ; 
danger of being challenged in war. We] ond the . 
can help to preserve peace by increas) All we th 
ing our standard of living! Conversi0®) hove 4 ; 
is much easier and quicker than built} the pron 


ing from the ground up. This is oft 
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First, college and university affilia- 
sons suggest various possibilities. One 
qarket might involve all alumni of a 
renin college who live within your 
emtory. Another might include  stu- 
dats and faculty of a college in the 
va. with emphasis on the seniors, 
particularly in medicine and engineer- 
igg, and also members of the graduate 


chools. 


Similar-Situation Group 


Second, there are various racial 
goups—and by that I mean any sub- 
vantial group of citizens in a city within 
which you may take advantage of the 
mural cohesion to be found in any 
minority group. 

Third, there are doctors and nurses. 
Yany successful life underwriters today 
ze doing a substantial business in the 


Inedical field because they started by 


dling to nurses and build up natural 
gatacts with doctors as a result. 


fourth, it is probably true that each 
tus has at least a few large industrial 
yganizations in his territory. Foremen 
in silled workers in these plants, exec- 
tives and junior executives, represent 
nexpanding and profitable market for 
4e ordinary agent. 


These are just examples. There are 
manv others—what ahout government 
anploves? Or farmers? Or the juvenile 
market? Let’s not overlook school teach- 
«s for it was with them that I person- 
ily got off to a cuick start in the busi- 
nes back in the fall of 1930. Also. 
What may be a good market today may 
whurban areas which we might think 
fas a geographical market? 


It might profit each of us occasionally 
‘sit down and make up a list of these 
mmral markets hased on our own ter- 
ttorv and on personal experience. Then 
heck the markets that are not being 
deenately covered. but more on that 
mint later, And let me insert a word of 
tion here—we must use good iudo- 
ment in selectine these markets for 
here are larce ceaments of the ponula- 
ton that are not prospects for ordinary 
insurance, 


Alert for Changes 


Alen. times and conditions chance. 
Whar mov he 9 cond market todav. mav 
hoa vere Rane one in a verr or two and. 
af ranece the raverce is true We must 
he canctanely thinkino ahead Tet me 
make it nerfartly clear thot T am not 
Reanim in or aa) tell anvane what or where 
hichare markate are ‘That ic entirely un 
n tha individual T wont to 
emahaciza and wnderecare the imnor- 


simnly 


mara nf ceaking ant thace markets and 
Tr ic 4 prosnectine 
than a oeand scale 


tewalanina them 


Our third woint is ta find the rioht 


renters of inflyyenre within a market 
and 


the anewer tq that is anite ahvions. 


All we have to do is locate nennle who 


ree a direct or indirect contact with 
wi gronn we wont to sell. Thev will 
Pp Us in two ways—in finding the 
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best prospective agent and then if we 
hire him, they will help him to find 
clients. When we think of farmers, for 
example, we think of county agents, 
feed dealers, rural school teachers and 
implement salesmen, just to name a few. 


And what better way is there to break 
into the juvenile market than through 
the Boy Scout organization. I mention 
that simply because the first man I 
hired, as an assistant manager, was at 
the time employed as a Boy Scout exec- 
utive in the territory where I was 
working. 

T contacted him on the theory that 
working with boys and young men 
would be a natural and pleasant thing 
for him to do. Experience bore out that 
theory for he was a success from the 
verv beginning and paid for over 
$200,000 in his first 10 months—and 
that was back in 1932. 


In making contact with these cen- 
ters of influence, we must be patient 
and not expect results too quickly. It 
is up to us to sell these people on our 
company and the exceptional opportun- 
ity this business offers the right man. 


the market, is probably the most impor- 
tant one of all, and I am afraid that if 
you don’t buy this idea, you will be 
leaving your change on the counter. I 
am sure you will agree that we do not 
use the same policy or the same tech- 
nique in selling various age or oc- 
cupational groups. This is especially 
true with reference to certain specialized 
markets, such as business men, mortgage 
insurance, juveniles, young college men 
or school teachers. Let’s not make the 
mistake of teaching an agent just one 
sales talk that he is expected to use 
with everyone he meets. 


was drilled and drilled on the wonderful 
features of the family income policy. 
One day he was referred to a young 
man who was a go-getter in his job 
and on the way up in the world. The 
igent immediately went into his pre- 
pared talk on the merits of the family 





income contract at great length—he 
told his story with great feeling and did 
a beautiful job. At the end of his 
presentation, the prospect said, “That 
sounds like a wonderful contract and 
I'm sure I'd buy one if I were married.” 


I am reminded of the new agent who: 


particular market into an attractive and 
effective sales plan. Above all, it must 
be kept simple. And by sales plan, I 
don’t mean just an illustration form. I 
do mean a complete procedure cover- 
ing prospecting, the approach—includ- 
ing direct mail, if desired, and the 
actual presentation itself. 

To illustrate my point, let's go back 
about 20 years to my first new agent, 
the one who had been a Scout executive. 
Before ever meeting him, I had worked 
up a simple chart at young ages on the 
endowment at 65 plan, visualizing the 
purchase of four $2,500 policies separ- 
ated over a period of four successive 
years and there was a very easy-to-learn 
sales talk that went with it. 

My new agent took that chart and 
did a splendid job with it, but what is 
most important, I am convinced that the 
chart, itself, is what sold that man on 
coming into the business with me. I 
used it to show him the what and the 
how of our work if he were to come 
with us. It motivated him simply be- 
cause he understood it and could see 
himself using it. 

I had exactly the same experience 
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with another new agent a year or two 
older, who was hired to work with the 
young Dartmouth College alumni in 
New York City. He was doubtful about 
coming into the business until I showed 
him the chart worked out at appropri- 
ate ages. | am certain that is what con- 
vinced him to come with us. How could 
he miss? He had a ready market plus 
an effective presentation that he could 
master within a few days. That was 
back in 1935. That man today is a 
member of our Top Club ©» -acil. 

Still another case to .slustrate the 
point is an agent we hired during the 
same year to sell school teachers. His 
wife had formerly taught school and 
through her he had natural contacts 
among this group. He had no confi- 
dence in his ability to handle the job, 
however, until we showed him a com- 
plete sales program, including a tele- 
phone approach and the actual presenta- 
tion. He is currently producing at the 
rate of $300,000 per year. 

The same is true of an agent we 
hired in 1950. For some time, I had 
been knocking myself out trying to 
locate the right man to cover a certain 
market in the Washington area. After 
working with several nominators over 
a period of a year, I was finally referred 
to a man who seemed to meet all of 
our requirements and had an excellent 


background for the market in question. 
There was only one hitch—he had 
decided to study medicine! Also, he 
couldn't imagine himself selling any- 
thing although he did have great respect 
for life insurance and owned more than 
$30,000 of it himself. However, he was 
convinced that he could sell life insur- 
ance when we showed him a simple 
method of programming and demon- 
strated the market possibilities for him. 
He came with us in April, 1950, and 
in his first year paid for a million of 
solid life insurance. 
Just put yourself in the place of that 
rospective agent who is sitting along- 
ide your desk. Isn't that one of the 
things that disturbs him most—he may 
alk about money and financing, but the 
uestion that’s really bothering him is: 
“What am I going to do—how am I 
oing to do it—and who am I going 
o do it with?” If we can find the 
nswers to those questions before we 
ire a man, then I’m convinced we will 
ouble his chances of success — and 
urthermore, we will hire a greater per- 
entage of the men we want to hire. 
t's fine to impress a prospective agent 
ith the institution of life insurance 
nd with our agency, but it’s more 
important to get down to the facts of 
ife with him. He may not realize it at 
irst, but the answers to those questions 
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It’s Easy to Attract 
and Train New Agents 
In Half The Time 









...- WITH LAFAYETTE’S 


‘SLIDE RULE”’ 


ANNUITY BUILDER 


... Says H. P. Means, prominent general agent, South Bend, Indiana. 
You, too, can benefit greatly with Lafayette Lite’s modern sales tools. 
The “slide rule” annuity builder, for example, is so easy to use that 
anyone can catch on in a few minutes. No out-moded rate books to 
fumble through; every figure is available instantly. This gives agents 
the needed confidence and makes sales easier. The sales-talk “prompter” 
(attractive, fully-illustrated 20-page book) is another valuable tool 
which assures the new agent that he will cover a// essential points in 

logical order... helps both old and 
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new agents sell prospects with con- 
vincing visual aids. Investigate to- 
day. It will pay you to learn more 
about Lafayette Life and the valu- 
able tools it has to offer. Write in 
mss confidence to M. V. Goken, Director 
of Agencies... 
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are actually more important to him 
than your financing plan. 

I think you will all agree with me 
that when we hire a man for a definite 
market and give him a complete routine 
geared directly to that marker, then we 
have the ideal situation. 

The fifth point involves finding a 
market for the high-type man. It must 
be apparent to all of us that this is a 
natural corollary to the process of 
market recruiting. It’s one of the plus 
values—a dividend that accrues from 
activity in this field. If we concentrate 
our attention on the various potential 
markets in our territory, we are bound 
to be aware of many good spots that are 
not properly covered at the present 
time. Then when a good prospective 
agent does come along, perhaps re- 
ferred by an established agent, we can 
quickly put that new man into a market 
where he is most likely to succeed, tak- 
ing into consideration his experience, 
his background and aptitude. It seems 
to me that we supply the one factor that 
man needs to assure his success. 

Here are two perfect examples to il- 





the rate of one-half million a year. 
Although the subject of this talk ; 

recruiting, I feel obliged to point 

that this problem of market guidan. 


is not, by any means, limited to ne} 


agents. We have a definite res 
ibility to the older men who have why 
it takes, but who have not quite foun 
themselves. These men expect and ap 
entitled to receive proper guidance from 
us and I can’t think of anything mog 
important to such a man than to help 
him get established in his most ¢ 
fective market. And I might add tha 
aside from the moral obligation jg. 
volved, once you have helped an agen, 
in this fashion, you may find that he 
will thereafter be the most ardent t¢. 
cruiter you have in the organization, 
Let me give you just one last example 
that perfectly illustrates the importance 
of having a market “up your sleeve’ 
and waiting for the right man to come 
along. Back in 1938, when I was a man. 
ager in New York City, I met a young 
man who impressed me as a natuml 
for our business. He had been out of 
college a few years, was a Phi Ben 
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lustrate the point—they also are taken 
from our class of 1950. Since going to 
Washington early in 1949, I had been 
doing everything possible to locate the 
right man to work with the alumni of 
one of our local universities but al- 
though I talked to at least a dozen was 
unable to find the man I wanted. In 
May of 1950, a young man was intro- 
duced to me by one of our older agents 
and as soon as I learned that he had 
graduated from that university in 1948 
and had since been engaged in sales 
work, we both got so excited over the 
possibilities he had with us that he 
signed his contract that evening. 

Ir was the first time I have ever 
hired a man on such short notice. And 
whv did this happen so quickly? 
Simply because a man and a market 
were put together—we had it all 
figured out. We knew where he was 
going to do it and we knew how he 
was going to do it. Our enthusiasm 
was not misguided, for in his first six 
months he paid for nearly $200,000 of 
evcellent business, and today, is doing 
a splendid job as an assistant manager. 

Another example from our class of 
1950 involves a man who was intro- 
duced to me by one of our leading 
aeents, For a year I had been searching 
for the right man to work with a branch 
of the vovernment where we were not 
properly represented. On my second 
interview with this man, I learned that 
he had formerly worked in that depart- 
ment. It remained only to check his 
other curlifications, explain our pro- 
gramming procedure and show how 
well that method of approach applied 
to his market. He is now producing at 


Kappa, had selling experience, and al- 
though he was not in life insurance 
sales, he had passed his C.L.U. examina- 
tions. He went with another life com- 
pany in New York and after about 
seven months, decided he was a failure 
in life insurance selling and decided to 
go back into the business he had left. 
He had thrown in the sponge for al- 
though he knew life insurance thor- 
oughly, and was a natural salesman, he 
had been a failure. His general agent 
‘vas one of the top men in the industry, 
ut somehow or other, he had com- 
»letely overlooked the one problem that 
was facing this man—what he needed 
was a marker, or if you prefer it — 
rospects. 
T had a lot of confidence in this 
chap and asked him if he would 
ramble three or four months with me 
efore leaving New York and returning 
“o his home town. He was much too 
“ood a man to be lost to our business. 
' had recently acauired a list of several 
hundred alumni in New York from 
one of the “Big 10” universities and had 
heen trying to locate a man from that 
university to work on the list. 
Since my friend was a college man 
from the middle west. it looked like 4 
natural. And it was, for he came with 
us and todav he is one of the outstand- 
ing managers in our company. There 
was nothing clever about this—in fact 
‘+ was exceedingly simple—merely the 
natural result of constantly thinking 
about our market possibilities. 
I have tried to prove to vou by rer 
soning and example that it will pav us 
hil to devote more time and attention 
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finding time to do the things that we 
already know how to do. We get some 
splendid ideas at these meetings—we 
we inspired and we make big plans. 
Then we get home to our office and 
before we get Our coats off, we are 
swept up in the daily routine of the 
manager's job—and all of our fine 
ans are left till tomorrow. 

The pressure of the job is such that 
we get so busy with urgent problems, 
we never find time to do the things 
that are important. As you men all 
know, there’s nothing new in our 
hysiness—the real trick is to get the job 


done. . . 

Recruiting Systematized 

| have a little gadget here that I 
ponestly believe will be worth more to 
you than anything I have said today— 
povided you will give it a fair trial. | 
all it a “recruiting folder” and it is 
the result of an embarrassing question 
i friend asked me many years ago. He 
wanted to know what system I had for 
keeping recruiting track and after 
flection, I realized that I actually 
had none. This folder is the result of 
tat self analysis and I now wonder 
how I ever got along without it—I 
consider it the most important single 
phase of my recruiting activity. 

The form is simply a manila file 
folder mimeographed on the _ inside. 
The upper part of the folder carries the 
current production figures for our first, 
cond and third year men—the total 
nid volume at the beginning of the 
current month and the accumulative 
written volume during the month is 
posted in pencil, each day, by me per- 
snally—and not by my secretary. Let 
me repeat that—wot by my secretary. 

The L.I.A.M.A. is disturbed over the 
high percentage of failures among sec- 
ond year men and quite properly so. 
Although I will never be able to prove 
it, | suspect that one of the underlying 
rasons is that when a new man be- 
comes a second or third year agent, we 
end to lose that close touch we usually 
have with the first year man—especially 
ina large office. This form may help 
0 correct that situation. 


Work Schedule 

The lower half of the folder is de- 
voted entirely to daily recruiting activ- 
ity. I post it at the beginning of each 
month and keep adding to it during 
the month. One great advantage of this 
system is that it does double duty as a 
recruiting folder. Eleven of the 12 
monthly folders are filed in my desk, so 
that prospective agents or market 
memos can be dropped into the ap- 
propriate file for action in future 
months, Then when that month arrives, 
Iheve everything at hand plus a carry- 
over from the previous month. And I 
wnt 0 emphasize that the folder for 
the urrent month must always be kept 
0” ‘on of vonr desk and that you must 
do the posting in person. If vou are out 
of own for a few davs, don’t let your 
secretary post the figures while you are 
awiv. but do it yourself when you 
get hack. 
We set our daily report late in the 
aternoon and when I post these figures, 
Ilook over the list of prospective agents 





XUM. 


I am working on. This needles me into 
making that important telephone call 
this evening to some prospective agent 
to invite him in for lunch the next day. 
The best way for me to forget anything 
—is to file it—for out of sight is out 
of mind. The daily use of this folder 
keeps me on the recruiting track. 

Many of you may have a better sys- 
tem that you have been using for years 
and don’t need this at all, but you might 
like to try this with your assistant man- 
agers or supervisors. We can help these 
men by showing them how to organize 
their efforts and checking their results. 
Let me repeat that the effectiveness of 
this form depends entirely on posting it 
daily in person—otherwise it loses all 
of its value. 

The upper part of this folder shows 
us where we have been and the lower 
part points to where we are going. 
These are the two areas in which we 
managers really earn our pay—first, 
finding the new men, and second, de- 
veloping them into successful agents. 
This file helps me to concentrate on 
those essential things I have got to do 


daily if I want to do a better than aver- 
age job. Correct timing and follow- 
through are just as important in our 
work as they are in golf. This form has 
improved my timing and it requires me 
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to follow through. 

In closing, let me mention one in- 
gredient that I consider essential to suc- 
cess in our business—and that is, an 


honest, deep-rooted enthusiasm over 
the institution of life insurance and the 
Career Opportunities we have to offer. 
Without that ingredient, nothing in the 
world will get the job done. 

I hope these remarks will remind all 
of us of definite steps we may take in 
order to do a better job for both our- 
selves and the companies we represent. 
Ours is a great heritage and an even 
greater opportunity. Our performance 
in the job at hand is our bequest to 
the future and our satisfaction today. 





Represent National Guardian 

National Guardian Life home office 
representatives at the N.A.L.U. meeting 
are A. G. Schmedeman, agency vice- 
president, and Harry E. Manzer, direc- 
tor of agencies. 





On Deck from Shenandoah 

On deck from the Shenandoah Life 
head office are G. Frank Clement, vice- 
president in charge of agencies, and 
R. Hampton Davis, superintendent of 
agencies. 
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Company-Member Issue Hot Again 


(CONTINUED FROM PAGE 12) 





these requests have to be declined. He 
urged the continuance of the committee 
for the year ahead, pointing out that it 
is a special and not a standing body. Mr. 
Gilmore emphasized that his committee 
has taken a position against group term 
dependency. He said his committee 
needs complete assurance that the stand 
it has taken in this matter is truly 
representative of the N.A.L.U. mem- 
bership. 

Robert Reno, Jr., Equitable Society, 
Chicago, a member of the group com- 
mittee asked for a free and open dis- 
cussion of the group life dependency 
question. 

John D. Moynahan, Metropolitan, 
Chicago, a past president, asked the 
chairman to read the resolution adopted 
at the mid-year meeting in Chicago, 
which outlined: the stand taken at that 
meeting opposing any sort of group 
term life insurance for dependents. 

Frank Rose of Colorado said that the 
association's position on group life de- 
pendency was opposed principally by 
industrial agents. He said that if com- 
panies do not allow dependent group 
life insurance, the unions will evolve 
some method of fraternal coverage to 
do the job, thus taking this form of 


coverage out of the hands of the aver- 
age life agent. He said that one of the 
speakers at the mid-year meeting in 
Chicago had remarked that if the com- 
panies do not provide the coverage, it 
may be found that the life companies 
will get in the same position that the 
A. & H. companies found themselves at 
the time the Blue Cross movement 
began. 

Gerard S. Brown, Penn Mutual, Chi- 
cago, said that group life dependency 
coverage could not be thought of as 
permanent coverage in the sense that 
the portion of it covering the children 
could not be converted at any time in 
the future. Harry Phillips, Detroit, 
pointed out that group coverage termin- 
ates when employment ends, and is not 
necessarily secure or permanent. A New 
Jersey delegate said that there is a 
logical place for group hospitalizatiors 
and group surgical coverage. He con- 
trasted this with group life insurance 
under which the head of the family re- 
ceives $5,000 to $10,000 of coverage, 
saying that in addition to this there is 
no need of the wife of such an insured 
being included for $1,000 or $500 under 
the group policy. He pointed out that 
such insurance is obtainable easily from 
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agents reputation for sound- 
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that reputation even more. 
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the hundreds of life companies, par- 
ticularly those writing industrial pol- 
icies. The smaller amounts of coverage 
for the members of the family should 
be sold separately, and may be pur- 
chased easily whereas under group hos- 
pitalization the family benefits may 
frequently not be obtained on the same 
liberal terms as for the family mem- 
bers. He spoke in a spirited forceful 
way and was given a round of applause 
when he concluded. As the discussion 
proceeded, it became evident that there 
was quite a sharp difference of opinion 
as between those believing that the 
council had taken the wrong position at 
its mid-year meeting and those who 
endorsed the council’s action of last 
May. 


Mr. Reno said only about half the 
states have laws governing dependent 
group life and that as the subject is dis- 
cussed in the states, the life insurance 
business would be in a much better po- 
sition to have a standard law or a fixed 
position approving $1,000 of group life 
dependent coverage for the spouse and 
$500 for each child. Mr. Moynahan of- 
fered a motion providing that the coun- 
cil recommend to the trustees a reaffir- 
mation of the position taken at Chicago. 
Mr. Moynahan’s resolution was passed 
by a sizable majority, determined by a 
showing of hands. 


Charles E. Cleeton, Los Angeles, 
immediate past president of N.A.L.U., 
asked for the privilege of the floor 
at the conclusion of the discussion on 
group dependent term life. He spoke 
with some emotion of the days when 
the association was reorganized by 
bringing to national headquarters Max- 
well L. Hoffman, Roger B. Hull, and 
Wilfred E. Jones. This was 25 years 
ago, when the association had a total 
membership of only 14,000. Remark- 
ing that Mr. Hoffman would be retired 
before the next annual meeting af 
N.A.L.U. and after eulogizing Mr. Hoff- 
man, he said that the past presidents 
of N.A.L.U. at the mid-year meeting 
decided to take some special action 
that would result in Mr. Hoffman's 
having something that would reflect 
the affection and esteem in which 
he has been held for a quarter of 
a century. 


He pointed to Mrs. Hoffman, who 
was seated in the balcony and asked 
that she stand and be identified. She 
was applauded enthusiastically. The 
sergeant at arms carried to the balcony 
a bouquet of 25 American Beauty roses, 
one for each year of Mr. Hoffman’s 
service. This was a dramatic moment, 
but the climax came when Mr. Hoffman 
went to the platform and stood by 
Mr. Cleeton, visibly affected by Mr. 
Cleeton’s complimentary remarks. 


Bringing his talk to a close, Mr. 
Cleeton shouted, “Max, we have stolen 
your automobile. Your old car is gone, 
and when you get home you are going 
to find in its place a de luxe Buick 
sedan, a gift of your friends in this 
organization, who just love you 
to pieces.” 

After recovering himself and express- 
ing deep appreciation, Mr. Hoffman 
said, “Perhaps one of the reasons they 
gave these roses to my sweet wife is 
that they have stolen her car and given 
me one in its place.” 


— 
Spencer L. McCarty, Provide, 
Mutual, executive secretary of th 


New York state association, offered ,f 


resolution from the executive secy 
taries of the state and local assoc 
tions, this being a salute of friendshj 
to Mr. Hoffman and a recognition ¢ 
his cooperation with their group. Pres, 
dent Fluegelman identified various pas 
presidents who had worked with Mm 
Hoffman in former years and wh 
were in attendance at the meeting. 

The report on the committee 
compensation was discussed by M, 
McCarty, who is chariman. He indj. 
cated that there had been no change 
in the compensation situation in recep, 
months. 

Stanley C. Collins, chairman of the 
committee on field practices, said 
“There is nothing new of a Pressing 
nature, so far as our committee is cop. 
cerned.” His report received 
discussion. 

The publications committee repon 
was commented on by Claude C. Jones, 
Connecticut Mutual, Indianapolis, chair. 
man. He characterized Life Association 
News, as the one association activity 
that reaches every member. There was 
no discussion from the floor of Mr, 
Jones’ report. 

Albert C. Adams, John Hancock, 
Philadelphia, chairman of the commit. 
tee on social security said his committee 
had felt that perhaps an_ individual 
reaching the age of 65 who wished to 
continue to be employed and who was 
in good shape physically could draw his 
minimum social security benefits on 
the basis of having the social security 
payments reduced as his income in 
private industry increased. He explained 
that this was merely a thought or 
observation that might be explored 
more fully. 


Philip B. Hobbs, Equitable Society, 
Chicago, chairman of the committee on 
national affairs was not present but 
Mr. Moynahan asked that the report 
as printed be accepted. 


Immediate past-president Charles E. 
Cleeton, chairman of the committee of 
past national presidents commented 
briefly on his report. 

Mr. Cleeton also reported as chair- 
man of the Life Underwriters Memorial 
Building fund. He began by explaining 
that the minimum quota was a 
member or $326,000. At present there 
is a total of $282,000 in the form of 
cash, government bonds and pledges. 
He read the record made by each of 
the states as to their fund-raising 
results. Wyoming has raised the high- 
est percentage of its quota and Dela- 
ware the lowest. He said that of the 
N.A.L.U.’s membership of 56,000, only 
11,000 have made contributions to the 
buiiding fund. There are 108 associa- 
tions that have contributed nothing to 
the building fund. He suggested sev- 
eral ways and means of raising addi- 
tional money so that the building fund 
might be completed. He offered seven 
definite ideas. 

Reporting for the building commit 
tee, Mr. Cleeton said that he had made 
a trip to Washington for the purpos 
of making a preliminary survey 1s 
May. 

“I looked at so much property oveét 
a period of three or four days,” he said, 


to its a 
propose 
piece 0 
zoned fe 
on 16th 
the con 
Jocation 
acceptec 
after CC 
perts 1 
involvec 
pensate 


The 
stood th 
by the 
and a ¢ 
propert 
to the 
still hel 
Corp., 
Washin 
permit 
the site 
on depc 
or the | 
ton di: 
buildin, 

Mr. | 
may les 
in the 
propert 
Cleetor 
desirab 
from 
He sai 
about 
specific 
to be t 
and € 
choosit 
it 1S tc 

Ans‘ 
said th 
LUT. 
able gi 
require 
erectec 

foot 0: 

$65,00 


disapp 
a buil 
the qu 
that 
Cities, 
Cities, 
locatic 
finally 
the 
woulc 
flaunt 
the N 
IS esti 
lobby 
spirit 
the ci 
a tri 
to me 
sible 

Presic 
Not f 
quest; 





XUM. 


2nd Da 
—=—=—= 
, Provider 
ary of the 
mn, Offered f 
cULIVE secr 
ocal associy. 
of friendshi 
COgnition ¢ 
group. Pres, 
various pag 
d with M 
‘Sand who 
eeting. 
MMittee op 
ed by M 
n. He indj. 
| NO change 
ON iN recent 


man of the 
Ctices, said, 
a Pressing 
Ittee 1s cop. 
ceived no 


ittee report 
de C. Jones, 
polis, chair. 
Association 
ion activity 
There was 
oor of Mr, 


1 Hancock, 
he commit 
5 Committee 

individual 
) wished to 
id who was 
Id draw his 
denefits on 
ial security 
income in 
e explained 
thought or 
> explored 


le Society, 
mmittee on 
resent but 
the report 


Charles E. 
mmittee of 
commented 


1 as chair- 
; Memorial 
explaining 
was $6 a 
esent there 
e form of 
d_ pledges. 
sy each of 
und-raising 
the high- 
and Dela- 
hat of the 
5,000, only 
ons to the 
)8 associa: 
nothing to 
rested sev- 
sing addi- 
ding fund 


ered seven 


g commit: 
had made 
e purpose 
urvey last 


perty ovel 
:” he said, 





XUM 


dnd Day 


NATIONAL LIFE CONVENTION DAILY, AUGUST 27, 1953 


47 








oa 
“shat I was almost property silly.” 

Althogether 111 possible sites were 
considered. The committee made a final 
jecision on a piece of property and an 
offer for it was made, subject to the 
ustees: approval. The zoning commis- 
son in Washington was consulted as 
9 its approval or disapproval of the 
proposed building plan. The particular 
iece of property selected had been 
roned for residences only. It is located 
on 16th street in Washington, in what 
the committee felt to be a desirable 
jocation. The owner of the property 
accepted the offer which was made 
after consultation with real estate ex- 

rts in Washington who were not 
involved in the sale and were not com- 
pensated for their advice. 

Check Still in Escrow 

The owner of the property under- 
sood that the offer had to be accepted 
by the trustees. The trustees approved 
and a check was drawn to pay for the 
property and the check was turned over 
10 the escrow company. The check is 
sill held by the District Title Insurance 
Corp., subject to the zoning laws of 
Washington being changed so as to 
permit the building to be erected on 
the site chosen. The check will remain 
on deposit until the escrow is completed 
or the zoning commission in Washing- 
ton disapproves the erection of the 
building. 

Mr. Cleeton said that the committee 
may learn this week whether the change 
in the zoning law is to be made. If the 
property selected is not obtained, Mr. 
Cleeton said that there are several other 
desirable locations under consideration 
from which a choice could be made. 
He said that there is no rush or hurry 
about making the purchase within a 
specified length of time. The building is 
t0 be the permanent home of N.A.L.U. 
and everything in connection with 
choosing a location for it and erecting 
it is to be done on a permanent basis. 

Answering a question, Mr. Cleeton 
sid that to house the N.A.L.U. and 
LUT.C. and to provide for a reason- 
able growth, 15,000 square feet will be 
required and that the building to be 
erected will cost about $20 a square 
foot or $300,000. The land would cost 
$65,000 or a total of $365,000. 

Fears Lobby Charge 


C. Vivian Anderson, Provident Mu- 
tual, Cincinnati, said that as a result of 
his experience on the building commit- 
tee of Miami University he did not feel 
that a building could be constructed 
at $20 a square foot. He also expressed 
disapproval of Washington, D.C., as 
a building site and said that he thought 
the question should be opened up and 
that a committee be sent to several 
cities, that a survey be made of severaf 
cities, not just one, and that another 
location than Washington should be 
finally selected. He said that he thought 
the selection of Washington, D.C., 
would be regarded by Congress as 
flaunting in their faces the idea that 
the National Assn. of Life Underwriters 
Is establishing itself in Washington for 
lobbying purposes. He spoke in a 
spirited aggressive way. He urged that 
the committee be empowered to make 
4 ttip at the expense of the N.A.L.U. 
to make a survey in a number of pos- 
sible Cities other than Washington. 
President Fluegelman said that he could 
not permit any further debate on this 
question because tht board of trustees 


had the final decision, but he said he 
would not discourage an expression 
from the members as to how they felt 
regarding Mr. Anderson’s proposal. 

As a result of Mr. Anderson’s talk, 
it was finally moved that the question 
be re-opened. There was a call for a 
showing of hands when it came time 
to vote, and the vote appeared to be 
so close that the delegates were asked 
to ballot. The ballotting showed 104 
in favor of re-opening the decision on 
a building site and 49 opposed. Mr. 
Fluegelman pointed out that the council 
can recommend but that the board of 
trustees is not necessarily bound by the 
action of the council. 

Phillip J. Torsney of New Jersey 
took the floor after the vote was re- 
corded to say that there were many in 
the association who did not believe that 
the National association needed to con- 
struct a building of its own and its 
members should not be harassed or 
embarrassed at local association meetings 
and at the national meeting to make 
contributions and that the right should 
be recognized of those who wanted to 
disagree with the whole building project. 


Frank Mosley, Beneficial Life, Salt 
Lake City, brought the two-day meeting 
of the national council to a close with 
some commendatory remarks on Presi- 
dent Fluegelman. 

A trio of speakers featured the first 
half of the Thursday general session 
of the N.A.L.U. convention at Cleve- 
land, while the latter part of the morn- 
ing was given over to “Stardust” by 
Laflin C. Jones of Northwestern Mutual, 
a one-act play that has been getting 
“rave” notices at other organizations 
before which it has been given. It was 
presented through the courtesy of 
Northwestern Mutual. 

The speakers were Erwin D. Can- 
ham, editor of the Christian Science 
Monitor who talked on “The Chances 
For Peace”; Clara Savage Littledale, 
editor of Parents’ Magazine who talked 
on “Parents Must Prepare for the 
Future”; and Dr. Paul Austin Wolfe, 
pastor of the Brick Presbyterian 
Church, New York City, who discussed 
“A Time For Integrity.” 

The previous afternoon there was a 
business meeting of the Women’s Quar- 
ter-Million Dollar Round Table con- 


ducted by Chairman Mary LaBella, Man- 
hattan Life, Los Angeles, while concur- 
rently the American Society of C.L.U. 
held its forum on chapter activities with 
Richard W. Angert, vice-president, 
Blue Grass Life, Covington, Ky., chair- 
man. 

N.A.L.U. committees submitted their 
reports to the board of trustees at 4 p.m. 


That evening, following the C.L.U. 
conferment exercises jointly sponsored 
by the American College and the 
American Society of C.L.U., Dr. S. S. 
Huebner, president-emeritus of the 
American College, spoke on “Expand- 
ing Harvest.” The toastmaster was 
James W. Smither, Jr., Union Central, 
New Orleans, president of the Ameri- 
can Society. Dr. David McCahan, presi- 
dent of the American College. pre- 
sented the diplomas and made a short 
talk. Dr. Huebner’s talk is reported 
separately in this issue. 

The same evening the newly elected 
G.A.M.C. board of directors held a 
meeting. Later in the evening there 
was a “Cabaret Nite,” arranged by the 
host association at the Alpine Village, 
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@ Modern and attractive agent’s and general agent's 
contracts to those looking for a permanent connection. 


@ Complete line of Life Insurance policy contracts from 
birth to age 65 with full death benefit from age 0 on 
juvenile policy contracts. 

@ Complete line of Accident and Health policy contracts 
with lifetime benefits. 

@ Individual Family Hospitalization contracts with surgical, 
medical and nurse benefits. 

@ Complete substandard facilities. 

@ Educational program for field man. 
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insurance companies. 
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C. G, ASHBROOK, EXECUTIVE VICE PRESIDENT 
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cian and additional statisticians who 
assist in the routine details of a pen- 
sion trust. 

When an agent brings in a census 
sheet with the necessary payroll data, 
he turns it over to the supervisor of 
the pension trust department and for- 
gets about it until his next arranged 
appointment. The department does the 
complete pension trust calculation, pre- 
pares a detailed proposal and the 
analysis of cost for presentation to the 
client. There is no charge whatsoever 
for this preliminary technical work. If 
the agent is an experienced pension 
trust underwriter, that is all he. needs. 

Service Appreciated 

However, if the agent feels he needs 
my assistance, or the assistance of an 
experienced pension trust agent, or of 
the technician in closing the case, and 
if, in addition, he wants the pension 
trust department to do all of the serv- 
icing, that is getting the trust agree- 
ment prepared and handled properly 
by the corporation attorney, the home 
office, and the internal revenue depart- 
ment, taking care of the details of 
installation, etc., we then feel that we 
are entitled to 25% of the agent’s first 
year and renewal commissions. 

We find that the men who have 
pension trust prospects greatly appre- 
ciate this service and are proud to go 
back to their clients with the specially 
bound and typed presentations which 
are exactly suited to specifications. 
You all know that the pension trust 
field is complicated and tricky, and 
certainly an agent, particularly a new 
agent, can open up a pension trust 
case with a great deal more confidence 
when he knows that in his agency is 
a corps of technicians ready and will- 
ing to guide him through all of the 
intricacies of his pension case. Our men 
are always on the look-out for pen- 
sion cases, and with the confidence 
inspired by our pension trust sales and 
service department even recruits have 
been able to bring in sizable plans. 


Importance of Neatness 

There is one more point which may 
not seem too important on the surface, 
but which I believe has been one of 
the most interesting minor experi- 
ments which we have carried out in 
our agency. We have tried to make 
our agency office as physically attrac- 
tive as possible. This doesn’t mean 
merely good looking window draperies, 
attractive floor tiling, nice rugs, and 
interesting pictures, it means a neat 
and tidy office — keeping everything 
shipshape as though visitors were con- 
stantly expected. As a result, the over- 
all impression is one of a business-like 
agency, not so lavishly furnished it 
looks like an advertising or TV office, 
but attractively neat. This has the 
added advantage of keeping the men 
in the right attitude. They are proud 
to bring their prospects and clients 
into our office, for they have pride of 
appearance, not only for the office but 
for themselves as well. 

None of the experiments which I 
have outlined to you, or the others 
which we have made from time to 
time, could possibly have been success- 
ful without the wonderful cooperation 


ie. 
which we have at all times receiyg 
from the home office. The Suidane| 
and counsel of the officers of the cog, 
pany, together with the enthusiag 
assistance we have been given by even 
home office department, have all bey 
contributing factors in building ty 
success of our agency. After all, al 
agency is only as good as its aver 
agent, multiplied by the number ¢ 
average agents, backed up by a respop, 
sible agency staff and a good compam 
I have tried to tell you the things, big 
and little, which we have done during 
the past six years and to point out thy 
a good part of our accomplishmens 
have been the result of cooperative 
service — service on the part of the 
home office, by the agency staff, and 
by the entire agency force, and this 
service has instilled confidence and 
enthusiasm in the underwriters and 
made them top producers. 


Shanks Outlines 
Management’s 
Values and Duties 
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of the basic reasons why the Russian 
leaders are hoping we will slip into 
a depression. It would reduce our 
potential. 

Where does the responsibility of 
American management, as leaders, fit 
into this? It fits into it in the same 
way that it applies to you in your 
agency and to me in my job. Just 
as sales management is the backbone 
of the life insurance business, produc- 
tion superintendents are the backbone 
of our manufacturing potential. Mis- 
guided or incompetent supervisors can 
lower our productive level as surely as 
a shortage material. 

It is commonly said that the average 
man works at an efficiency level far 
below what is possible for him. This 
applies to all of us, and doesn’t mean 
effort necessarily, but the amount pro- 
duced for the units of time and energy 
expended. Our present level of effi- 
ciency, whatever it is, is adequate to- 
day for being out front in the produc- 
tion race. But the time may come 
when we have to have more. If it 
does, we may not have the opportunity 
to develop it gradually. Business man- 
agement, it follows, has a responsibility 
for producing more peace-time good 
and services, through improving effi- 
ciency. At the same time our wat 
potential will be increased, a potent 
insurance of peace. All this will re 
quire better supervision. 

More importantly, however, added 
production is impossible unless a ms 
ing standard of living causes it to be 
consumed. That job of raising the 
standard of living is squarely up to mat- 
agement, and specifically up to sales 
management. Our particular type 
sales management has the added vitd 
job of gathering the savings necessaf} 
to provide the constantly enlarging 
capital plant. 

The challenges are there. Our ft 
sponsibility, the responsibility of bus- 
ness management, is to accept 
meet them. 
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